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BROWN’S upercetive lined closets, that is! 


here’s why .. . closets lined with Aromatic Red 
Cedar help sell homes . . . and, as a reputable builder 
recently proved*, Brown’s SUPERCEDAR lined closets 
cost less to build than ordinary plaster closets. Avail- 
able in 5 face widths in 4 and 8 foot bundles . . . Tongue 
and Grooved and end matched . . . Brown’s SUPER- 
CEDAR saves builders money, adds to the value of their 
homes. Write today for full information. 


* His comparative cost report furnished on request. 


(ej = om on George C. Brown & Company, Inc. 


Greensboro, North Corolina 


in eas " a Please send me your folder on Brown’s SUPERCEDAR. 
COMPAN Y 


NAME 





ADORESS. 





CLOSET LINING CITY. STATE 
GREENSBORO, N. C. ‘Finer Products From Cedar Since 1886’ 
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\\ uch longer than the standard asphalt 
roof can be expected to last. Yet, a roof ROOFING SHINGLES 


SIDING 


of colorful Carey Fire-Chex Asbestos-Plastic Shingles ccniemei 

will retain its outstanding weathering qualities for at least 25 fraenctet saps 2, 
years. And probably longer. We guarantee it. For literature sd Gobiile 

on Class ‘‘A” Fire-Safety Rated Fire-Chex Shingles, and Pe 4 the f 

on the Fire-Chex 25-year Warranty Bond, write Dept. BM-761, 0 OUSE 


PHILI 
The Philip Carey Mfg. Company, Cincinnati 15, Ohio. GC. 
® 
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ING HINGES ON HACER!" 





C. Hager & Sons Hinge Mfg. Co. © St. Lovis 4, Mo. 
In Canada, Hager Hinge Canada Limited « Kitchener, Ontario 





Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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COMING EVENTS 


Oct. 15-21—National Forest Products Week 
Nov. 4-7—NRLDA McCormick Place, Chicago 


“DSC” means Dealer Sales Control, a phrase coined by this 


° magazine to focus attention on the most profitable business 
COMING IN YOUR JULY 17TH ISSUE: methods used today by dealers and wholesalers. It is one of 


+ Important new facts about shell and low-cost hous- the permanent management principles which guide the edi- 
en SS oe pa gE alge tors in reporting and interpreting industry trends. 
e orp.; - . 
house plan for jobbers and dealers; field reports on Controlling the sale at dealer level can stem from land con- 
how dealers sell low-cost home packages. trol, prefabing, financing, Home Center stores, strong retail 
advertising, installation services, sales of new homes or re- 


+ Pace-setting idea showroom promotes remodeling ‘ 
package—complete picture story of leading Florida modeling packages to builders or consumers. 


building materials showplace. DSC means product brands and specifications controlled by 
the dealer. 
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Paneling illustrated is Bruce-PlyWelsh Antique Birch, one of 30 species and grades available. 


You make extra profits on paneling sales 
with PlyWelsh matched moldings, stain, and putty sticks 


The Ply Welsh paneling line makes it easy for anyone to do a professional-looking paneling job... and this 
means more paneling sales for you, plus extra profits from accessory sales. The complete Ply Welsh line 
includes prefinished hardwood molding, stain, and putty sticks to match all PlyWelsh Paneling finishes. 
Combined with the famous PlyWelsh features (genuine hardwoods, patented Bruce baked-in finish), it 
means the finest, fastest-selling paneling line around. Write us or ask your Ply Welsh distributor for details. 


Bruce-P lyWelsh ©. pREFINISHED 


HARDWOOD PANELING 


Welsh Plywood Corporation, Subsidiary of E. L. Bruce Co., 1766 Thomas St., Memphis 1, Tenn. 
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THE EDITORS’ VIEWPOINT 


Good Sense Makes Good Cents 


VERYBODY IS AWARE that some building materials manufac- 

turers and distributors sometimes sell direct to builders. With the ad- 
vent of producer-owned distribution warehouses, this happens with 
greater frequency than most manufacturers wish to admit. 


Sooner or later the manufacturers regret such maneuvers. The news 
soon gets around and the distributor’s name is not worth much on the 
local retail scene after that. 


This was the case in one town we know. Naturally, the dealers were 
enraged about the direct sales policy of the distributor on a well- 
known brand. 


But one dealer scratched his head a bit and did a little analyzing. He 
concluded that perhaps the reason for the by-passing was that the 
manufacturer and his distributor could not find a single dealer who 
could or would properly merchandise this line. 


“It occurred to me that the distributor was actually losing his share of 
the lucrative homeowner business when he started selling to builders 
direct, because all retailers in town dropped the line like a hot potato,” 
the thinking dealer said. “I figured that to take such a gamble, the dis- 
tributor must have had good reasons.” 


The dealer called in the distributor and said: “I like your products 
and I like your sales aids, but I don’t approve of your distribution 
policy in our town. If you promise me that you will not sell my cus- 
tomers or sell through another dealer (in a community of eight yards), 
we will give you prominent display, consistent newspaper advertising 
and the concentrated promotion from our outside sales force.” 


The distributor and the brand manufacturer figured that this pro- 
posal made good sense—and would probably make good cents. They 
promptly agreed. 


The gentleman’s agreement has been in force a year. It’s a solid suc- 
cess. 


Such an agreement has all the earmarks of a franchise. But actually 
there is not a word in writing about this sales partnership. The dis- 
tributor gladly keeps his part of the bargain as long as the retailer 
maintains active merchandising of the line. 


Aggressive salesmanship by retailers can solve most distribution prob- 
lems. Most manufacturers or distributors would rather have one wide- 
awake merchant in a town than a half dozen or a dozen sleepy-heads. 


And a smart distributor will always prefer a strong, creative retail 
merchandiser who controls his sales to builders (as well as consumers) 
rather than to sell direct . . . if he can find such a dealer. It makes 
good sense and good cents. 


Substitute for Public Housing 


HEN THE 40-YEAR MORTGAGE PLAN was first proposed, 
we expressed our doubts about it on this page. 


Since that time, advocates of the plan have come up with three in- 
teresting points in its behalf: 


¢ Paying interest rates on a 40-year mortgage would be better than 
piling up rent receipts for a lifetime. 


¢ A low-income family would gain more from a $13,000 home on 
a 40-year amortized payment plan than an inferior $6,000 home with a 
12-year loan. 
* The 40-year plan for low-income people is a practical substitute 
for public housing. 

We've got to admit that the above viewpoints are persuasive, es- 
pecially the last one. 


THE EDITORS 
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Beautiful Kitchens * Greater Versatility 
Most Competitive Price 
Outstanding Value 


Introducing the newest addition 
to the L-CO Line, French Pro- 
vincial Cabinets using Genuine 
Cherry. The Provincial effect is 
a component part of the door and 
drawer and no mouldings are 
used. It has the luxurious furni- 
ture finish and yet is competitive- 
ly priced. Definitely something 
different and striking. 


Write for catalog F-21 
Excellent Franchises 


Available 


CABINET CORPORATION 
SHAMOKIN, PA. 


a it ti i 


Circle No. 5 on Handy Cover Cord 








A PAIR OF 


nes epapect 
UPLIN 
MAIN LINE a él 

FR TO GUN 


FOOT CONTROL COMPRESSOR e sé ” 
VALVE FOR . rom 


WEB VISES 


QUICK CONNECT ie 
COUPLING 
TO GUN 


FOOT CONTROL 
VALVE FOR wu home on TT ; 
SPLICE VISES TO GUN The Deluxe Truss Assembly Jig 





with complete pneumatic air equip- 
DENWOOD ment to speed production using the 


TRUSSED RAFTER SYSTEM ‘ RRO Gee 
Internal Expansion” principle for 


QUICK CONNECT TRUSS ASSEMBLY JIG 
ing 


couPL °¢ ° 
assured truss uniformity is now 


available for shipment. 


The Improved Denwood Trailer 
enables one man to load, deliver 
and unload complete roof truss 
packages unassisted. No fork lifts 
or heavy hauling trucks required. 
Delivery by rail or towing now 


available. 
FOR FULL INFORMATION WRITE: 


DENVER WOOD PRODUCTS CO. 


1945 W. 3rd Ave. * Denver, Colo. 
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New Developments 


OPERATING RESULTS FOR 1960 SHOW NET BEFORE TAXES OF AROUND 1% OF SALES! 
That's the combined average of two regional dealer association 
surveys, just reported. 

Non-operating income pushed the overall dealer net profits to 
over 5% in one of the surveys--but the net on operations 
Scraped bottom. 

The combined average of all yard categories in the Northwestern 
association was 0.70% of sales. The average reported by the 
Michigan dealers was 0.56%! 

What's the use of working at that return? 

Of course, the figures do not tell the full story. 


For example, owners of small yards often take out an abnormal 
percentage of sales revenue for personal salaries. 

Another important part of the dealer profit story: While some 
yards last year ended up with 14% LOSS, other dealers gleefully 
reported as high as 14% PROFITS. 

In other words, a selected number of dealers are doing better 
than ever. Which proves this conclusion: if the profits are 
ailing, it's not the nature of the business but simply the 
nature of the individual business man. 


Watch for details on dealer operating survey in your next 
BMM issue. 











NEW CORDLESS ELECTRIC DRILL announced two months ago actually generated 
orders Sight-unseen and without buyers knowing the price! 
That's the word from the maker, Black & Decker. 
The cordless drill is designed for everyday use around the 
home and farm. It is not intended for heavy commercial use, 
the company said. 
Price will be $49.95, with rechargeable power pack. Distri- 
bution is set for September. 





MULTIPLE-FAMILY DWELLINGS CONTINUE TO TAKE GREATER SHARE OF HOUSING STARTS. 
In 1955, multiple-family units comprised 10% of total starts. 


So far this year, multiple-family units were 25% of total. 


In addition, a greater share of housing comes from relatively 
new forms such as prefabs and shell homes. These are some 

of the reasons why many building materials dealers and dis- 
tributors, who are not equipped to supply prefabs, shell or 
multiple-family units, find business more difficult to 
achieve; they are sharing a smaller slice of the market. 


Watch your next issue of BMM for new facts on the shell and 
low-cost housing market--another exclusive editorial report 
in this important field. 














Turn page for continuation 
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ALUMINUM SIDING APPLIED DIRECT TO STUDS (per FHA Bulletin UM-27) is 
given credit for reducing building costs by an Ohio builder, 
Huber Homes, according to Alcoa. 


By combining the siding-on-studs techniques with other 
new building methods, Huber offers a 2,030 sq. ft. home 
with eight rooms and two baths for $14,500 (excluding lot) 
in Dayton and Columbus markets. 





NEWEST VENTURE INTO SHELL HOUSING IS PROGRAM OF LUMBERMENS MERCHANDISING 
CORP., Wayne, Penna., whereby 260 dealers will be offered the 
opportunity to enter shell package market through a financing 
program from Shell Home Finance Corp., Atlanta. 


UNTRIED AND UNPROVEN MATERIALS for home building can be used as part of 
the FHA experimental housing provision. After preliminary 
evaluation of suggested new methods or products, FHA would 
assume the risk involved for such homes. 


Here are some ideas which might be approved under the 
experimental program, according to FHA chief Neal Hardy: 





e New and less expensive venting systems could be tried. 
e Pylon and suspension designs could be tested on family 
e Premolded, one-unit bathrooms could be tried. 

e Improved methods of air conditioning and solar heating. 
e Mobile component houses. 

e Central air conditioning for entire subdivisions. 


"Some skeptics say it will take 20 years to learn anything 
under our experimental program. We have in mind learning 
quite a lot faster than that," Hardy said. 








PLASTIC PLUMBING PIPE FOR USE IN HOMES will be one of the first new building 
materials to be tested in the government-Sponsored experimental 
program provided by the omnibus housing bill. 


FHA already is negotiating with a builder to run the plastic 
pipe tests and the National Assn. of Home Builders is lining 
up five other builders in different parts of the country to do 
the same thing. 


FHA will be authorized to insure mortgages on homes incorporat- 
ing new and promising materials, design and construction methods 
and involving experimental standards for houses or whole 
neighborhoods. 








THIS SEASONAL SALES IDEA IS WORTH CHECKING in your locality. Contact your 
local school boards about glass replacement. There's a lot of 
breakage during the summer months and the replacement market 
runs into hundreds of thousands of dollars across the country. 
Could mean some plus revenue for you at very little extra 
effort. 
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... With new Featuramic gas and 
electric built-ins Make the connections, then 


slip into place. New Featuramic gas and electric built- 
ins install that simply ...save time and labor costs. Only 
one cut-out necessary for the surface units. And with the 
exclusive mounting plate, ovens level-up automatically as 
they slide into place. 

Easier to sell is the kitchen with a new Brown Featuramic 
built-in. For here is the more she wants for the less she 
wants to pay ... distinctive features and conveniences 
by the dozen for easier cooking, easier cleaning... and at 
a price that is surprisingly modest. Building or remodel- 
ing ...do it up Brown... with a Featuramic gas or 
electric built-in. 


a 
f 


—— MAIL THIS COUPON TODAY —— 
BmM | 


CLEVELAND, TENNESSEE 


Please rush full details and specifications for | 
the new Featuramic gas and electric built-ins | 





Name 


Company 


i a 
<— Zaha) | BROWN STOVE WORKS, INC. 
| 
| 
| 
| 
| 
I 


Street 





Zone State 














“A New Concept in Warehousing of Imported Products” 


APPERSTEIN CO. 


PHILADELPHIA BALTIMORE CHICAGO 
INDUSTRIAL HIGHWAY 1621 THAMES STREET 6760 S. STONEY ISLAND AVE. 
SOUTHAMPTON, PA. EAstern 7-4620 CHICAGO 49, ILL. 

HObart 4-4646 MUseum 4-1070 
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Dealers Told That They Can Beat 
“False Ballyhoo” of Big Prefabers 


DARLINGTON, Wis.—At the re- 
quest of building materials dealers for 
more information on the Wald-Way 
system of component construction (re- 
ported exclusively in the March 13, 
1961, issue of this magazine), the 
Wisconsin Retail Lumbermens Assn. 
arranged a series of clinics at Lane 
Lumber Co. here. 

Howard Grange, president of Lane 
Lumber and creator of the Wald-Way 
system, conducted the clinics for 65 
retail dealers. 

Grange told the dealers that with 
power saws available, the complete 
component fabrication system can be 
adapted with only a few hundred dol- 
lars investment in tools, jigs and equip- 
ment. 

He said that much of the current 
trade magazine information implies 
the need for expensive machinery to 
meet and beat “distant big operators.” 

“But component fabrication is not 
the special privilege of highly tooled 
prefab plants, nor has the jobber or 
metropolitan firm a preferred posi- 
tion in the assembly of components,” 
Grange declared. 

“If the local lumberman will apply 
his materials knowledge with the ef- 
ficient construction techniques avail- 
able to him in our Wald-Way system, 


he has all the basic economic ad- 
vantages working for him except the 
false ballyhoo of big mass produc- 
tion,’ Grange said. 

The real efficiencies of the manu- 
facturing plant accrue from  stand- 
ardization of parts and methods, he 
explained. 

In house manufacturing, the as- 
sembly line is the jobsite, and dealers 
should bring to the jobsite those 
items or “components” that balance 
fabrication and transportation econo- 
mies, Grange said. 

“Some house components can be 
fabricated most efficiently at a well- 
equipped machining plant. Others can 
be fabricated at a nearby lumber 
yard,” the Wisconsin dealer said. 

Several dealers who have pur- 
chased the Wald-Way system manual 
are now in the component fabrica- 
tion business, Grange told BMM, 
based on a spot check he made last 
month. 

“Of 10 dealers who have purchased 
our manual, two have already built 
houses,” he reported. “Two had so 
much business that they had as yet 
no time to adapt the system. The other 
six had constructed benches, truss ta- 
bles or both and planned to go after 
the house package business soon.” 





Housing Starts Holding Steady 


WASHINGTON—According to figures 
from the Bureau of the Census, pri- 
vately owned housing starts numbered 
124,000 units in May, 1961, an in- 
crease of 11% over the revised April 
total of 111,900 units. 

On a seasonally adjusted basis, May 
Starts were at an annual rate of 1,298,- 
000 units, up 8% over the revised rate 
of 1,200,000 in April, and 3% below 
the May, 1960 rate. 

FHA reported home applications on 
81,000 units, up 19% over April; but 
23,900 new home applications repre- 
sented only a 15% increase, compared 
with a 20% gain from applications on 
57,100 existing-home units. The 19,- 
400 FHA starts were 17% above April. 

VA appraisal requests on 25,771 
units were at the same level as the past 
two months, the highest since Septem- 
ber, 1959. However, on proposed units 
there was a drop from 17,513 to 14,- 


12 


698; and the existing units showed a 
gain from 8,290 to 11,073. GI starts 
in May were up 31% from April. 

The Administration is concerned 
about the current rate of new construc- 
tion and is taking steps to reduce 
mortgage rates and increase the flow 
of mortgage money. Two moves were 
the reduction in the FHA rate and the 
corresponding jump in the price paid 
by Federal National Mortgage Assn. 
for FHAs in the secondary market. 

Perhaps more important have been 
two actions by the Federal Home Loan 
Bank Board affecting savings and loan 
associations, which finance 42% of 
home mortgages. 

First, the Board authorized federal- 
ly-chartered associations to use a vari- 
able dividend formula; that is, to pay 
higher dividends for long-term savings. 
The Board said this should reduce 
rather than increase total dividends 


and should “attract more funds to 
meet more adequately the needs of 
long-term home financing.” 

Second, the Board authorized all in- 
sured associations to borrow from the 
Federal Home Loan Bank System up 
to 1742 % of its savings accounts. The 
previous limit was 15%, and, accord- 
ing to the Board, this would make 
available over $1.5 billion additional 
funds for mortgage lending. 





Yuba Changes Name, Owners 


CINCINNATI— Yuba Power Products, 
Inc., subsidiary of Yuba Consolidated 
Industries, Inc. of California, has been 
purchased by a local management- 
investment group for an undisclosed 
figure. 

The new company is known as Mag- 
na Power Products, Inc. 

John R. Snowball is vice president 
and general manager; James A. Hallett, 
vice president and general sales man- 
ager. The firm makes garden tillers, 
electric tiller-floor polishers, wood- 
working tools, saws, sanders, jointers 
and compressors. 





National Insulation Month 

September has been selected as Na- 
tional Insulation Month, it has been 
announced by the Vermiculite Insti- 
tute of Chicago. 





WOOD WINDOW PROMOTION—Bob 
Herbst (seated), general manager of 
Ponderosa Pine Woodwork, Chicago, in- 
spects plan of unusual 4-color PPW ad 
featuring builders, scheduled for next 
October in Saturday Evening Post. Look- 
ing on are Dick Art, Roy Sandberg, Lee 
Hammett of the Western Div., Geyer, 
Morey, Madden & Ballard agency and 
Joe Spalding of Saturday Evening Post. 
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the advantages of Ponderosa Pine Woodwork in the home. It appears in July Better Homes and Gardens. 
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for other things they are learning » 





WITH PONDEROSA PINE WOODWORK 
PRIDE IS BUILT INTO THE HOME 


@ Whenever you use Woodwork of Ponderosa Pine in building a home, you’ll give your home 
buying prospects a decorative, yet functional setting for their furniture. Be it entrance, panel or 
louver doors, cabinets, or windows—the warmth and beauty of Ponderosa Pine Woodwork are 
qualities which homeowners have been proud of for generations. 


DOORS & ENTRANCES —With a gracious entrance 
and beautiful panel door as focal points for the front of 
the home, you have a sales-winner for that important 
first impression. Why not try this merchandising idea? 
—Use the same style of panel door throughout to give 
your home architectural continuity from front door to 
master bedroom. 


Style-setting louver doors are sight barriers, and they 
will also give excellent air circulation from room to room. 
They will take any finish your prospect wants beautifully. 


MANTELS, CABINETS, AND MOULDING —The 
fireplace is an even more attractive sales plus when you 
have a picturesque frame of a Ponderosa Pine mantel 
around it. It is a focal point from which decorative 
schemes may be planned. When you use Ponderosa 
Pine cabinets you have given your buyers beautiful cus- 
todians for their fine possessions; another Ponderosa 
Pine sales extra which will help set your home apart. With 
Ponderosa Pine moulding you afford decorative effects 
which relieve that ‘‘bleak feeling’’ between the ceiling 
and wall so often found in merely ‘‘adequate”’ housing. 


WINDOWS-—You get seven important advantages which are valuable sales 


clinchers when you install wood window units of Ponderosa Pine... 


BEST BUILDERS’ GUIDE 


Rs 


Wood window frames do not conduct cold and heat readily. This advantage wood en- 
joys over metal products of the same type is obvious, and your customers are learning 
all about it through national advertising. Furthermore, room moisture does not form 
on the frame. These units help prevent the possibility of costly damage to walls and 
furniture due to unwanted moisture. 


. Wood window units are easily finished with paint, varnish, or stain. Unlike metal, 


Ponderosa Pine windows are easy for the home owner to refinish when desired. 


. When you use a wood window unit you give the home buyer a beautiful frame for the 


view of the living scene outdoors. This is an extra sales feature which can be important 
to you. Furthermore, nothing can duplicate the texture, grain, figure and color of 
Ponderosa Pine Woodwork. 


. Wood window units are durable because they are treated with preservative and are 


built to last. 


. No matter what your building design, you will find a wood window unit available to 


meet your requirements. A wide variety of stock sizes and designs are on hand at your 
lumber dealer, or available through him. 


. Wood window units are precision manufactured to have a weather-tightness against 


cold, dust and heat. 


. You cut down on call-backs when you use quality wood window units. Today, no window 


product available will give you the quality, service and reliability which you can get 


TO WINDOW QUALITY 


/ QUALITY APPROVED 
FABRICATOR fs. “NY NO. 000 
\amercan W000 WINDOW Institute 
FORMS UNITES STATES com $ 


This AWWI SEAL is your guaran- 
tee that the windows meet the 
specifications of FHA standards 
and are: 

Made from kiln-dried lumber— 
Correctly designed—Properly 
constructed—Preservative 
treated—Properly balanced—Ef- 
ficiently weatherstripped. 











from a Ponderosa Pine wood window unit. 


MEMBERS— Woodwork Group 
Andersen Corporation 

Anson & Gilkey Co. 

Biltbest Corporation 

Boise Cascade Corp. 
—Millwork Sales Dept. 
Caradco, Inc. 

Continental Screen Co. 
Curtis Companies, Inc. 

Delta Millwork, Inc. 

Fariey & Loetscher Mfg. Co. 
Grinnell Sash & Door Co. 
Hotchkiss Brothers Co. 

Hurd Millwork Corp. 

Huttig Mfg. Co. 

Ideait Co. (Wm. Cameron & Co.) 
International Paper Co. 
—Long Bell Division 


P.P.W. MEMBERSHIP LIST 


Malta Manufacturing Co. 
Marvin Millwork 


Missoula White Pine Sash Co. 


Morgan Company 
Philadelphia Screen Mfg. Co. 
Rock Island Millwork Co. 
Semling-Menke Co. 

Wabash Screen Door Co. 
White Pine Sash Co. 
MEMBERS—Lumber Group 
The Anaconda Company 


Associated Lumber & Box Co. 


Blagen Lumber Co. 

Boise Cascade Corporation 
Brooks-Scaniton, Inc. 
Cal-ida Lumber Co. 

Collins Pine Co. 

Crane Mills 


Georgia-Pacific Corporation 
Gilchrist Timber Co. 

Edward Hines Lumber Company 
Kaibab Lumber Co. 

Long Lake Lumber Co. 

McCloud Lumber Co. 

Michigan California Lbr. Co. 

J. Neils Lumber Co. 

Ochoco Lumber Co. 

Oregon Lumber Co. 

Pickering Lumber Corp. 

Scott Lumber Co., Inc. 

Setzer Forest Products 

—Div. of Glencoe Forest Products 
Ralph L. Smith Lumber Co. 
Southwest Forest Industries, Inc. 
Tarter, Webster & Johnson, Inc. 
Tite Knot Pine Mills 


U. S. Plywood Corp. 

—California Division 

Warm Springs Lumber Company 
Weyerhaeuser Co. 

Winton Lumber Co. 


ASSOCIATE MEMBERS 
Allmetal Weatherstrip Co. 

The Caldwell Mfg. Co. 

Dorris Lumber & Moulding Co. 
Grand Rapids Hardware Co. 
Monarch Metal Weatherstrip Corp. 
Protection Products Mfg. Co. 
Sonford Products Corporation 
Truth Too! Co. 

Unique Balance Co. 
Wood-Treating Chemicals Co. 
Zegers, Inc. 


Dy dene Pi Glee NOODWORK 


39 SOUTH LASALLE STREET ¢ CHICAGO 3, 


ILLINOIS 
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VWlanaactecrxse GUARANTEE 


PACQUA 0:0 


Particleboard Graded As Underlayment 


ROSEBURG, OrE.—Users of par- 
ticleboard underlayment can assure 
themseives of a good job by purchas- 
ing only those boards carrying the 
Teco-tested stamp, above left, says 
the West Coast Particleboard Assn. 

The stamp, which identifies the 
manufacturer, certifies that the prod- 
uct meets requirements of WCPA UL 
5 60 “Specification for Wood Parti- 
cleboard Floor Underlayment.” 

Standard of the National Particle- 
board Assn. is almost identical to 
WCPA’s, it was noted, and both meet 
all requirements of Federal Housing 
Administration UM Bulletin 28. FHA 


also requires the particleboard pro- 
ducer to certify (see above right) 
compliance with the standard. 

Copies of WCPA standard are 
available from the organization, Box 
1265, Roseburg, Ore. NPA standard 
may be obtained from the group at 
912 Sheraton Bldg., 711 Fourteenth 
St. NW., Washington 5. 


WCPA members now produce about 200 
million sq. ft. of particleboard annually (on 
3g” basis). Members are Brownsville (Ore.) 
Particleboard and Associated Products; Has- 
kins Wood Products of Oregon, Ltd., Swiss 
Home, Ore.; Pacqua Div., Pacific Plywood 
Co., Dillard, Ore.; Rainier (Ore.) Mfg. Co.; 
and Valley Wood Products, Inc., Sweet 
Home, Ore. 





MEN /n the news 


* James L. Pease, treasurer of Pease 
Woodwork Co., Hamilton, Ohio, is 
the new president of the Home Man- 
ufacturers Assn. The Pease company 
has a large building materials business 
in addition to its house prefab opera- 
tions. 


¢ Cyrus B. Sweet, now president of 
American Association of Consultants, 
Washington, D. C., announces the 
formation of Americana Nursing 
Homes, Inc., for the purpose of de- 
veloping and managing nursing cen- 
ters for treatment and rehabilitation 
for the aged and care of the chron- 
ically ill of all ages. Mr. Sweet is well 
known in the building materials field, 
after many years as a retail lumber 
dealer, builder, officer in various as- 
sociations and, most recently, with 


FHA. 


¢ J. Reese Jones, Jr. of Shreveport, 
La., has been reelected president of 
the Southern Sash & Door Jobbers 
Association. Other officers were also 
reelected. The SSDJA will hold its 
next meeting in New Orleans, Nov. 
27-29. 


e W. R. Warner of Bradley-Southern 
Div., Potlatch Forests, Inc., Warren, 
Ark., has been named vice president 
of the National Oak Flooring Man- 
ufacturers’ Assn. 


¢ Eugene I. Deas has been appointed 
director, building products, by Reyn- 
olds Metals Co., Richmond, Va. 


¢ Martin C. Dwyer, former director 
of the National Retail Lumber Dealers 
Exposition, has been named manager 
of the Construction Equipment Ex- 
position and Road Show, with offices 
in Chicago. 


¢ Edward M. Haines, formerly with 
Borg-Warner Corp., has been elected 
to the new post vice president-engi- 
neering of the Stanley Works, New 
Britain, Conn. 


¢ Ronald F. Gilrain has been ap- 
pointed marketing manager of Stan- 
ley Tools, division of The Stanley 
Works, New Britain, Conn. He suc- 
ceeds C. Frederick Wheeler, now 
marketing manager for Stanley Hard- 
ware Div. 


* Jack Badewitz has joined Wil- 
lamette Valley Lumber Co., Dallas 
Ore., as assistant sales manager. 


¢ Edward R. Novak, Jr., has been 
named president and general manager 
of the newly-formed Andy Place 
Products Co., according to Andrew 
S. Place, prominent South Bend build- 
er. The new company will manufac- 
ture and distribute a series of prod- 
uct innovations designed and de- 
veloped for the building industry, all 
of which have been job-tested in Andy 
Place-built homes over the past sever- 
al years. 


¢ Carroll Worlan has been named 
retail merchandising manager of Bet- 
ter Homes & Gardens magazine, Des 
Moines. 
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indict 8 D. C. Firms 
For Price-Fixing 

WASHINGTON—Eight building ma- 
terials firms and six executives were 
indicted by the grand jury here in 
May on a charge of violating the an- 
titrust law by conspiring to fix prices 
of seven types of building materials. 
The jury said the conspiracy began 
“at least as early as 1958.” 

Indicted are: A. P. Woodson Co. 
and Nelson Woodson, vice president; 
Eckington Building Supply Co. and 
Warren S. Gruber, president; Hudson 
Supply & Equipment Co.; R. Robin- 
son, Inc. and Joseph H. Deckman, 
president; Cushwa Brick & Building 
Supply Co. and John Cissell, sales 
manager; District Building Supply Co. 
and Potomac Builders Supply Co. and 
Joseph Hill, president of both firms. 





Duo-Fast Production 

FRANKLIN Park, ILL.—An immedi- 
ate program was ordered by Fastener 
Corp. to restore full production of 
Duo-Fast staplers, tackers and staples 
after a fire June 13. 

John A. Torstenson, president of the 
firm, reported that key buildings were 
not damaged and continued opera- 
tion without interruption. 


ae 
USG Unveils Model of 
New Chicago Office 

CuicaGo—Graham J. Morgan, pres- 
ident of the United States Gypsum 
Co., unveiled the architect’s model 
(shown above) of that firm’s proposed 
national headquarters’ office last 
month. Morgan said completion is 
scheduled for “early 1963.” 

Plans for the 17-story structure, to 
be built in downtown Chicago, in- 
clude its unique diagonal placement 
on a 150’x198’ corner lot. The build- 
ing itself will be 127’x127’, with a 
plaza surrounding it. 

To be named the United States 
Gypsum Building, there will be no ex- 
posed columns in any of the working 
space. The penthouse contains all 
service facilities. Electrical and tele- 
phone wires, as well as heating and 
air-conditioning ducts are channeled 
through the hollow supporting col- 
umns on each corner of the building. 

Architects are Perkins & Will, Chi- 
cago. 
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SLIDING GLASS DOORS 


Cupples series 1100 Sliding Glass Doors. In 9 widths, 6 ft. 
to 20 ft. With or without integral fin and/or interior trim. 



































ALUMINUM WINDOWS 


| 
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Derren DABILITY 
is the key to bupples 


and your success! 


DEPENDABLE FOR QUALITY OF PRODUCT 
DEPENDABLE FOR SERVICE AND DELIVERY 
DEPENDABLE FOR CONTINUITY OF OPERATIONS 


Have you ever stopped to consider how much it costs you in time, 
service and lost good will, to say nothing of actual money lost in obsolete 
inventory when a manufacturer falls down in his deliveries or goes out 
of business ? 


DEPENDABILITY of the manufacturer, of his products and his service 
can be mighty important to your continued success. 


Cupples—a division of ALCOA—is no “here today, gone tomorrow” opera- 
tion. For 15 years, it has supplied aluminum windows to the building 
trade, and what’s more it’s in this business to stay. When you line up 
with dependable Cupples you can be assured of quality products (single- 
hung, double-hung and sliding windows and sliding glass doors) that 
are well-designed and well-made for efficient trouble-free service. 


Once you examine these products and see their many outstanding fea- 
tures, their quality and their attractive appearance, you'll be amazed at 
how much value you get for so little. You’ll find Cupples products attrac- 
tively priced to meet today’s competitive market. Investigate the Cupples 
line today. For complete details, address Dept. BMM-71 


CUPPLES PRODUCTS CORPORATION 


A DIVISION OF ALUMINUM COMPANY OF AMERICA 
2650 SO. HANLEY ROAD - ST. LOUIS 17, MO. 


VW ALCOA 
SLIDING GLASS DOORS en 
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MAKE A 
ROLL OF 
FENCE 
BELLOW 
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haul 


Only Keystone Steel & Wire Company does it! Each roll of fence made 
by Keystone is branded with red paint. This special trademark bellows 
RED BRAND! Your customers recognize this fence with the top red 
wire immediately. They know it’s Red Brand—the fence that’s Galvan- 
nealed® to outlast ordinary galvanized fence. The 


Proved in Performance... i only 


Red Brand is a big seller because it’s proved in performance. Ithasbeen @ fence 
a favorite among farmers for generations. Users of Red Brand agree it iH lan e 
costs less to own the best fence because it lasts years longer. Red Brand hy had 

is made of the finest copper-bearing, rust-resistant steel wire. pe epee” that 


Strong Selling Support... esis i sells on 
Naturally, you benefit from the wide popularity and quick identification a 
of all Red Brand products, including Galvannealed Red Brand barbed 
wire and Red Top® steel fence posts. Keystone continues to give you 
strong selling support with advertising over farm radio and television 
and in national and local farm publications. All this means faster turn- 
over and higher profits for you. 
Why sell less when you can sell more of the best? It will pay to 
stock up on Red Brand today. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria, Illinois 


makers of Red Brand Fence « Red Brand Barbed Wire + Red Top® Steel Posts + Keyline® 
Poultry Netting » Non-Climbable Fence + Gates + Nails « Baler Wire 
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MASONITE 


“X"-SIDING 


why there's 
more in rt for you 


You get a healthy profit margin and builders save through 
“*X’’-Siding’s low application costs. Pre-marked guidelines, 
identical edges, easy workability, primed surface are selling 
points for you to use. 


Pre-selling by Masonite ads and salesmen continuously creates 
builder demand. 


You can sell this superior siding with confidence. “X’’-Siding 
is made with the tested special X-90 fibre formula for greater 
stability, durability, weatherability. Its primed surface provides 
customers with superior paint receptiveness. 


Your inventory can be simple, sensible: one thickness, one 
width, one color; standardized lengths of 12’ or 16’. 


Talk to your Masonite representative or write to 
Masonite Corporation, Dept. AL-73, Box 777, Chicago 


90, Ill. 
Always look for this trade-mark on the paneling you § ' 
buy: it says this is genuine Masonite hardboard. It's 
Ma ®a 


wood-made-better ... made through the exclusive 
explosion process for unequaled strength, 
smoothness and uniformity. 


MASONITE shows the way! 


®Mosonite Corporation—manufacturer of quality panel products for building and industry 
Masonite is o registered trade-mark of Masonite Corporation, 
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try this 


Demonstrate the hammer test 
to your customers: Ask them: 
Do you know of another siding 
that withstands this kind of abuse? 
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Z Building 
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MERCHANDISER 


New Product Parade 


Easy-To-Handle Veneer Panel 

A new kraft overlaid veneer panel, 
called Ply-Veneer, is ideal for utility 
liners and paneling in garages, attics 
and playrooms. Panels are lightweight, 
easy to handle and apply by do-it-your- 
selfers. They fasten directly to studs, 
furring strips or solid backing with nails, 
staples or glue. 

Panels are available with 76-pound tan 
kraft or white linerboard facings. Pro- 
duced in 4’ and 8’ widths; in lengths up 
to 16’; in thicknesses from 3/16” to 
4”. Weyerhaeuser Co., Silvatek Div. 

Circle No. 201 on Handy Cover Card 


Tread That Looks Like Oak 


New Wood-Tex stair tread presents 
the texture of wood minus wood’s main- 
tenance problems, says maker. Available 
curved nose (top, above) as well as with 
riser (double-duty style) in widths of 
18”, 24” and 36”. Retails from 89¢ each 
for the 18” curved nose to $2.49 each 
for the 36” double duty. Two shades, 
light and medium oak, are available. 

Double-duty style is made extra deep 
to assure coverage of most step and riser 
areas. Installation is by adhesive or tacks. 
Crown Rubber Co. 

Circle No. 202 on Handy Cover Card 





Adds Seven Colors to Tile Line 


Six new marbleized colors and a pearl 
inlay hue have been added to its Solid 
Vinyl Tile line by Kentile. The new 
marbleized tones include: Aquarella, Al- 
pine Green, Coral Sand, Devon Cream, 
Harvest Yellow and Mojave Gray. The 
new pearl inlay color is Tahitian Pearl, 
with flecks of gold in mellowed ivory. 

Pearl inlay is available in 9” x 
tiles in standard gauge (.080”). The 
marbleized solid vinyl is manufactured in 
ae 9” sizes in both standard gauge 
and 14%” thickness. Kentile, Inc. 

Circle No. 203 on Handy Cover Card 


For more facts, 
use handy back 
cover coupon. 








Sheetrock Moldings 


Four types of moldings 
are available in woodgrained 
or vinyl-coated patterns to 
match the full line of pre- 
decorated Sheetrock Wall- 
boards. Designed to serve as 
panel dividers, caps and in- 
side or outside corner 
shields, the moldings are of- 
fered in 8’ lengths. Mitering 
and cutting is easily accom- 
plished with a_ hacksaw. 
U. S. Gypsum Co. 

Circle No. 204 on Handy Cover Card 
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Jalousie Window 


Stanley Model 16 jalousie 
window now is_ available 
with either lever or roto- 
type operator for right or 
left-hand operation. Model 
16, with continuous head 
and sill, is offered in single, 
double and triple units for 
economical installation. Ten- 
sion-seal louver clip assures 
tight seal. Shipped kd or as- 
sembled. Stanley Building 
Specialties. 

Circle No. 205 on Handy Cover Card 


(continued on page 26) 
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Put 
this push 


behind 


your turnover 


Successful building products dealers 
know this simple fact: widely adver- 
tised, brand name products move 
faster. These products speed your 
turnover because they are backed by 
a tremendous force of advertising 
and merchandising. You don’t have 
to spend time answering detailed 
questions about quality . . . product 
advantages are well known and do 
not need explaining. Above all, your 
profits are steadier because demand 
is being constantly stimulated. That’s 
why nationally advertised, brand 
name products keep you on the in- 
side track to success! 





CONFIDENCE 


MEMBE 


BRAN 
NAM 


FOUNDATION. INC, 


SATISFACTION 


Brand Names Foundation, Inc. 


437 Fifth Avenue, New York 16, N.Y. 
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NEW PRODUCT PARADE 


(begins on page 24) 


Hardwood Wall Paneling 
Called PlyWelsh Pecan, a new hard- 
wood wall paneling has lustrous light 
tones and rich uniform grain. Anyone 
with a hammer and saw can easily in- 
stall PlyWelsh Pecan either by nailing 
into studs or to furring strips or ce- 
menting directly to existing walls. 
Panels are prefinished and random- 
width grooved in two sizes: %4”x4’x8’ 
and '%4”x4’x10’. Matching prefinished 
moldings in 10 basic profiles, PlyWelsh 
Putty Stiks and PlyWelsh Match-Stain 
speed installation. Welsh Plywood Corp 
Circle No. 206 on Handy Cover Card 


For more facts, 


use handy back 
cover coupon. 


Has 8” Exposure When Applied 

The slim exposure of clapboards is 
easily achieved with new Gold Bond 
Classic 32” Clapboard Siding. The new 
line is available in six rich colors in a 
9” x 32” size as well as the usual 12” x 
24”. The new dimension results in an 
8” exposure when applied. 

The new siding retains all advantages 
of its predecessors including Plasticrylic 
finish to protect the colors and Perma- 
nizing to assure dimensional stability. 
Samples are available to dealers. National 
Gypsum Co. 

Circle No. 207 on Handy Cover Card 


Introduces Cupco Commandaire 

A new two-track, aluminum combi- 
nation storm and screen window is said 
to have the features of a triple-track. 
Modern in design, the new Comman- 
daire also is available in single light 
units, Oriel type units and picture win- 
dow storm sash. 

The Commandaire has independently 
operating panels, Cupco Instant-Lock, 
woolpile weather stripping and an in- 
terlocking meeting rail to provide tight 
insulation. It’s available for blind-stop 
installation. Cupples Co. 

Circle No. 208 on Handy Cover Card 


Corner Posts 


To use new aluminum 
corner sections, craftsman 
merely fits plywood panels 
into Open grooves on each 
side of aluminum corner 
and screws or glues them in 
place, making tight right an- 
gle. Sections are 8’ long to 
match any cuts made from 
standard 8’ plywood panel. 
Groove sizes available in 
three plywood thicknesses: 
44”, 14", %". Reynolds Me- 
tals Co. 

Circle No. 209 on Handy Cover Card 
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Joint System Tape 
New Embossed Tape is es- 
pecially designed for use in 
drywall construction. It can 
remain stable under varying 
humidity conditions, thus re- 
ducing uneven expansion 
and edge wrinkling, says 
maker. Tape is center em- 
bossed to permit airflow 
through roll of tape and 
edge embossed to take up 
stretch in the skiving opera- 
tion. Bestwall Certain-teed 
Sales Corp. 
Circle No. 210 on Handy Cover Card 


Roof Louvers 


New roof louver series 
50 and 77 are designed for 
all types of roofs. They're 
ideal as roof outlets for 
kitchen and bathroom fans. 
Series 50 offers a full 50 
square inches of net free 
area; series 77 is rated a 
full 77 square inches of net 
free area. A double series 
50 and 77 are offered. 
Available in aluminum, cop- 
per, galvanized steel. Leslie 
Welding Co. 

Circle No. 211 on Handy Cover Card 


Full Length Insert 


A new Windor aluminum 
insert can be used in 13%” 


, 


or 1%” wood doors, either 
flush or paneled, through 
use of optional interior 
wood trim adapters. It’s 
available in sizes to fit all 
jalousie rims and makes an 
ideal storm door that com- 
bines beauty of wood with 
practicality of aluminum. 
Insert is fully assembled and 
ready to install. Windor In- 
dustries. 

Circle No. 212 on Handy Cover Card 
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DISPLAYING FULL LINE of ILCO Philippine mahogany on 12 
sliding panels in S & M Lumber's showroom are president 
Lawrence H. Sharp, center, and salesman Andrew Popovich, 
right, talking with Don Griffith, left, Empire Lumber Co., 
Grandville, Mich. 


New Showroom Builds Sales 
For Philippine Mahogany 


FLUSHING, MICH. 

A new showroom completely finished inside and out 
with Philippine mahogany has suddenly become S & M 
Lumber Co.'s best salesman. Architects, builders and con- 
tractors in this Michigan “thumb” area, who see the wood’s 
many varieties for the first time, place orders on the spot. 

Built only two months ago, the new showroom has multi- 
plied S & M’s Philippine mahogany sales many times, 
Lawrence H. Sharp, president, said. The wood is imported 
through Insular Lumber Sales Corp. 

Layout. An illusion of greater height is developed in 
the 8’ high room through use of vertical and slanting ran- 
dom width Philippine mahogany paneling. Another variety 
of the tropical hardwood, Bagtican, is used for flooring. 
Many patterns of Philippine mahogany beveled siding, 
paneling, flooring, trim and molding are displayed on 12 
sliding panels at one end of the room. 

S & M’s showroom is part of a 24’x80’ office building. 
The one-story structure replaces a building destroyed by 
fire. Furnishings are unobtrusive so that the Philippine 
mahogany captures all eyes. 


; Be sc ie meeps 


Beg? Bes. ates 


NEWLY-OPENED SHOWROOM at S & M Lumber Co., Flushing, 
Mich., with flooring and paneling of Philippine mahogany, 
has built new sales. 
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50 Years of 
Outstanding Pioneering 
in ALUMINUM PRODUCTS 


now climaxed by the Exclusive 


STERLITE* Finish 


years ahead of the field! 








*Sterlite isa new protective coating so superior to or- 
dinary anodizing that it more than meets the country’s 
most rigid requirements—(Air Force standards). This 
guarantees longer life, durability and beauty for 
Sterling Factories Aluminum Products than is possible 
with the light coverall treatment commonly found. 


The Exclusive That Makes Sterling Factories 


More Than Ever First in *RAILINGS 
*COLUMNS *GRILLES 
*AWNING BRACKETS 


With Sterling Factories products you now get TWO selling 
advantages offered by no other line—Extra Heavy Gauge 
Top Quality Aluminum and the Exclusive Sterlite* Finish. With 
such superior advantages Sterling Factories products are 
your best buy. Others can offer no better value — which 
means with Sterling Factories products you can ring-up 
more sales, higher profits, faster turnover! 


STERLING FACTORIES 
2620-40 Cherry St., Erie, Pa. 


1961 - Our 50th Anniversary Year 
MAIL COUPON TODAY 


Sterling Factories, 2620-40 Cherry St., Erie, Pa., Dept. AL. 

| would like full details on Sterling Factories Aluminum Building Products. 
NAME 
ADDRESS 


CITY. 
% REGISTERED 
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'LOF is the easiest 


cutting glass 


says Gerry Boeder, Manager, 
Badger Paint & Hardware Store, 


lve ever trie © Non Sn oe 


“I’ve been in this business for 13 years, 
and one of the most ticklish jobs is making 
narrow cutoffs for replacing glass in alumi- 
num storm windows. But there’s no prob- 
lem with L-O-F sheet glass; it cuts easy, 
snaps clean. Even cutting odd shapes is 
easy with L:O-F Window Glass. 


**T’m in a new location, but I’m fast becom- 
ing known as the local source for window 


glass because my glass department is on the 
selling floor. People like to watch glass being cut.” 


Now’s the time to get ready 
for autumn sales 


Check your stocks now . . . and spruce up your 
glass department. Your L°O-F Glass Distributor 
has signs, folders and other sales helps (like those 
shown below) to help you boost glass sales. Why 
not give him a phone call today? 


Merchandising Aids 


WG-23 Do-it-yourself stuffer tells customers how 
to replace window glass. Attractive. Two colors. 


WG-24 Decalomania (red, white and blue) for 
store window or door. Size 10’ x 5%”. 


MADE IN U.S.A. 


NEW POSTCARD MAILER will help you promote storm 
sash sales or will remind customers to get their storm 
sash ready for next winter. Two colors, 54%” x 3%”. 
Can be used as an envelope stuffer. Form WG-7. 


The glass that cuts easier, snaps clean 


L 
OF LIBBEY-OWENS-FORD WINDOW GLASS 


Circle No. 14 on Handy Cover Card 


TOLEDO 1, OHIO 
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New Sales Aids 


CCL LELLUCELLLGLL RELL LLL EEE CELE CREE Lo 





Prefiershed Plasticsoted Wet! ond Coiting Pasels 


Wall and Ceiling Panel Display 

A new compact display measures 26” 
in height, 1742” in width and 5” in depth. 
It contains two-color photographs illus- 
trating how Barclay prefinished mela- 
mine-coated wall and ceiling panels may 
be used in decorative combination; copies 
of a chip brochure plus chip samples. 

The four Barclay color styles—stream- 
line, solidtone, tile and new Gold Fleck 
—are shown. Three wood-grains and each 
of the 14 colors all four sty!es are avail- 
able in also are shown. Barclay Manu- 
facturing Co. 

Circle No. 213 on Handy Cover Card 


TWINSULATION 


ree Gmina COUBE a 


Twinsulation Merchandiser 


A colorful new display contains a sam- 
ple of Gold Bond Twinsulation, an alu- 
minum-wrapped mineral wool in 15” and 
23” sizes. A compact folding unit, it 
quickly assembles into a_ point-of-pur- 
chase merchandiser. It now is available 
to dealers. 

In addition to containing an actual 
sample of foil-faced Twinsulation, the 
unit combines eye-catching ability with 
easy set-up by even unskilled store per- 
sonnel, says manufacturer. National 
Gypsum Company. 

Circle No. 214 on Handy Cover Card 


30 





Paper Samples Sell Shingle 

Flintkote now is using paper samples 
to promote several of its building prod- 
ucts, among them the Stalwart tapered 
strip shingle. 

Paper reproductions of Stalwart shin- 
gle plus an actual sample to show its 
size and thickness are contained in sales- 
man’s kit shown above. Kit is easier to 
carry than if actual shingles were used 
to demonstrate line. Flintkote’s Seal-tab 
shingle also is being promoted through 
use of paper reproductions. The Flint- 
kote Company. 

Circle No. 215 on Handy Cover Card 


Manager Hank Lapinski, A & B 
Plumbing and Hardware, Malibu Beach, 
Calif., was photographed beside new 
Rololite display rack above as he ex- 
plains to customer how easily the fiber- 
glass reinforced plastic paneling can be 
cut, nailed or sawed with hand tools. 

A new package display promoting Rol- 
olite paneling in 50’ roll form contains 
three rolls of Rololite, rack, awning kit 
and brochures. Package is available to 
dealers for an investment of less than 
$200. Filon Plastics Corp. 

Circle No. 216 on Handy Cover Card 
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MERCHANDISER 


You’ll Love Living 
Easy to Own! 


Easy to instoll! 
Easy to Enjoy! 





Streamer Promotes Vina-Lux 


A new, full-color streamer especially 
designed for window or wall use by a 
dealer promotes Azrock Floor Products 
Vina-Lux Vinyl Asbestos Tile. The 
streamer, which measures 29” x 10”, 
displays reprints from the 1961 series 
of the manufacturer’s Vina-Lux adver- 
tisements appearing in national consum- 
er magazines. 

Additional information about this ef- 
fective display piece now is available to 
dealers. Azrock Floor Products Div., 
Uvalde Rock Asphalt Co. 

Circle No. 217 on Handy Cover Card 


Miniature Samples of Shingles 


A new sample case available to deal- 
ers contains miniature asphalt shingles. 
In the sample case are 16 shingle pan- 
els, each mounted on an_ individual 
board to show a different color or blend. 
Compact and easy to carry, the kit is 
less than one cubic foot in size and 
weighs only 17 pounds. 

A removable top on the sample case 
enables a dealer to use it for counter 
display. Shingle panels also may be sup- 
ported on perforated hardboard or nailed 
to plywood. U. S. Gypsum Co. 

Circle No. 218 on Handy Cover Card 
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For more facts, 
use handy back 
cover coupon. 
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Full-Size Showerfold Displayer 


Showerfold Door has developed a full- 
size working model for use by dealers 
in demonstrating its folding tub and 
shower door enclosures. 

The working model permits a cus- 
tomer to inspect the break-proof, shatter- 
proof safety of the DuPont Alathon 
paneling plus the convenience of the 
doors that fold open from either end. An 
easy-to-carry sample demonstrator also is 
available free of charge to dealers who 
order 25 tub and shower doors. Shower- 
fold Door Corp. 

Circle No. 219 on Handy Cover Card 


PLY-VENEER 


PREE 


Ply-Veneer Selling Center 

A new Ply-Veneer point-of-purchase 
merchandiser combines an eye-catching 
sample panel with a folder containing 
ideas, plans and helpful tips on work- 
ing with Ply-Veneer panels. 

The easel-backed display is ideal for 
counter use or it may be wall hung. 
Convenient 3” x 6” pocket-sized lit- 
erature includes detailed plans for a 
folding screen, partition, wardrobe, play- 
house, toy chest and storage box fabri- 
cated out of Ply-Veneer. Display is free 
to dealers. Weyerhaeuser Co. 

Circle No. 220 on Handy Cover Card 
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Kit Promotes Packaged Awnings 


A new promotion kit for dealers is 
especially geared to sell over-the-counter 
packaged awnings, canopies, patios, car- 
ports and screen houses. The kit places 
emphasis on both outdoor and indoor 
window display. 

Included in the kit are multi-colored 
streamers showing the products, outlin- 
ing their advantages and detailing their 
desirabilities from a homemaker’s stand- 
point. Kit is available at no charge. Ar- 
row Metal Products Corp. 

Circle No. 221 on Handy Cover Card 


Film to Perk Metal Lath Sales 

A slide film series detailing uses for 
expanded metal lath in such items as 
ceilings, 2” solid partitions and hollow 
partitions is designed to show a dealer’s 
salesmen how to increase lath sales. 

The slides are available on a few days 
notice from MLMA, producer of the 
film. Wherever possible a representative 
of an MLMA member company will 
assist in putting on the session for the 
salesmen. Metal Lath Manufacturers As 
sociation. 

Circle No. 222 on Handy Cover Card 
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role do you play? 


Millwork Shop? Specialty Shop? Furniture Manufacturer? Cabinet 
Shop? Roof Sheeting? Aluminum Paneling? Complete Home 
Manufacturer? No matter what phase of the home building 
business you're in, Construction Automation automatically — 
precisions your rough material into quality components for. 4 
quality home. Construction Automation is TAB’s carefully 
developed, mechanized system of fabricating components. 

Its uses are as wide as the industry. Its operation is 

as simple as 1 2 3. It is available now through labor saving, 

time saving automatic equipment . . . and it is your key 

to individual business growth and security. 











TAB’S PANEL TRIMMER PUTS YOU IN CONSTRUCTION AUTOMATION 

































































Another step toward COMPLETE CONSTRUCTION AUTOMATION 





Small-city dealer finds: 


Package Selling Sweeps 


RECENT HOME IMPROVEMENT JOB by Palmetier & Abell was the addition of two 
rooms and bath on second floor of this house plus a downstairs bathroom. Selling 
price by the remodeling department totaled $5,300. It's the big-ticket remodeling 
sales that count, dealer finds. Customer satisfaction is guaranteed by the firm. 














y Recession Blues 


¢ By offering customers the complete package, including labor, this midwest 
dealer has doubled his home improvement sales this past year. 


* Five contractor-customers are kept busy handling remodeling jobs that run 
from $70 to $6,500. 


WAUKESHA, WIS. 

“Package selling is the modern way 
to help the customer and make money 
at the same time,” says president Wil- 
liam E. Wolfe, Palmetier & Abell 
Lumber Co. 

The 70-year-old firm, located in 
this Milwaukee suburban community 
of 30,000, entered the package sell- 
ing business two years ago by setting 
up a separate home improvement de- 
partment. 

“It proved to be a lifesaver for us 
during the recent recession,” Wolfe 
said. “As new home sales began to 
skid, our package sales continued to 
climb. Today, they are double what 
they were a year ago.” 

Sales for his home improvement 
department are expected to reach 
$100,000-$125,000 this year. 

The department is manned by two 


Announcing . 


COMPLETE 


BUILDING - 


REMODELING -« 


FINANCING 


SERVICE 


(NEW OR REMODELING) 


PALMETIER & ABELL LUMBER CO. 


139 EAST BROADWAY 


WAUKESHA, WISCONSIN 


Liberty 7-5578 


remodeling salesmen, Vincent Carroll 
and Lloyd Filbey, and a full-time 
draftsman, Ralph Pierce, added last 
year when package sales spurted. They 


SUCCESSFUL ADVERTISEMENT used occasionally in newspapers and 
enclosed with monthly statements to customers is this simple an- 
nouncement of the complete building, remodeling and financing serv- 
ice available at Palmetier & Abell Lumber. 


operate under Wolfe, who emphasizes 
“good performance and complete job 
responsibility.” 

Both salesmen know the building 
materials business, “a prerequisite to 
successful package selling,” says 
Wolfe. Carroll has been with the firm 
11 years; Filbey, 21 years. They are 
paid on a straight salary basis plus 
special incentives from time to time. 

He sells service. Wolfe stresses serv- 
ice to the customer, backed up by 
financing that makes the complete 
package easy to buy. 

He requires his salesmen to care- 
fully follow through on jobs sold. 


They call twice a day at each job site 
to check contractor-customer needs 
and answer homeowner questions. 

“It helps prevent complaints and 
saves headaches for our firm,” Wolfe 
said. 

Subcontracts labor. Palmetier & 
Abell accepts responsibility for the 
complete job to the consumer. Labor is 
figured into each job. “Our subcon- 
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tractors make a hearty labor profit 
that’s built into the bid,” said Wolfe. 
“It saves them time-consuming paper- 
work and they receive payment on a 
more regular basis.” Through his pro- 
gram, Wolfe keeps five contractor- 
customers busy with large and small 
remodeling jobs priced from $70 up- 
wards to $6,500. “We always pick the 

(continued on page 36) 
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PACKAGE SELLING SUCCESS 


(begins on page 34) 





contractor most suitable for each job,” 
Wolfe said. 

“Good relations with our subcon- 
tractors have paid off in several big- 
ticket sales resulting from leads they’ve 
handed us,” he said. 

Subcontracting also eliminates much 
material price competition for the firm. 
“It’s the shortest road to complete con- 
trol of the sale,” Wolfe said. 

Emphasis on big-tickets. Although 
Palmetier & Abell will handle every 
type of remodeling job, special em- 
phasis is on big-ticket packages, es- 
pecially room additions, which are 
the No. 1 choice of its customers, with 
kitchens running a close second. All 
materials are charged at the full re- 
tail price. 

Palmetier & Abell carries the 
Curtis Companies’ line of wood kitch- 
en cabinets, which are custom-ordered 
and custom-made. The firm also builds 

‘ kitchen cabinets of its own. 

Selling steps. “We call at the job, 
inspect and measure, check the struc- 
ture and find what the homeowner 
wants to do and to spend,” explained 
Wolfe. 

Armed with photographs, ideas and 
samples, Carroll and Filbey often 
clinch sales on first calls. They use 
Adams Differential Estimating System 
and find it speeds the task of ac- 
curately estimating remodeling costs. 





“We use brand-name materials and 
we listen to the woman of the house,” 
Wolfe said. Choice of colors and ma- 
terials to be used nearly always are 
decided by the housewife, he finds. 

“Our customers are surprising us 
these days by asking for Weyer- 
haeuser lumber,” said Wolfe. “In most 
other cases, however, the specification 
of brand is left pretty much in our 
hands.” 

Wolfe’s two-man sales team also 
runs into a lot of do-it-yourselfers. 
“We win good will just by going 
along with people who can spend a 
limited amount and save by doing 
some of the work themselves,” Wolfe 
added. “It also pays off to supply a 
lot of advice when a customer wants 
us to leave the inside or outside fin- 
ishing to him.” 

Each contract is prepared in the 
form of a personal letter on the firm’s 
letterhead. “It’s another way of re- 
minding a customer of the personal 
interest we take in his remodeling 
job,” Wolfe said. 

Financing. Home improvement fi- 
nancing is placed with a bank, savings 
and loan association, Universal C.1.T. 
and Allied Building Credits, Inc. It 
runs up to $3,500 at the S&L; as high 
as $5,000 at the bank on conven- 
tional mortgage refinancing. A few of 
the jobs are paid in cash. 


ay . 
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PALMETIER & ABELL’S remodeling department is directed by 
president William E. Wolfe, left. Looking on as full-time drafts- 
man Ralph Pierce, seated, begins a job is Wolfe’s two-man 
sales specialist team, Lloyd Filbey and Vincent Carroll, right. 


JALOUSIE PORCH ENCLOSURE receiving final inspection by 
salesman Lloyd Filbey is an example of Palmetier & Abell's 
package remodeling service. Completed in March, it included 
10 jalousie windows and plate glass door, prefinished ply- 
wood interior and exterior, which was painted. Lead came 
through good word-of-mouth advertising by a satisfied cus- 
tomer. Consumer price: $1,725. 
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TWO CALLS DAILY AT JOB SITE are made by firm's package specialists to check sub- 
contractor needs and customer inquiries. Package specialist Vincent Carroll, above, 
discusses tar-and-gravel roofing job with contractor-customer James Peardon. This 
$5,000 job for the remodeling department includes addition of two upstairs rooms 
and bath. A do-it-yourselfer, the homeowner is doing some of the work himself under 
Palmetier & Abell’s supervision. 


Good will pays off. Wolfe credits 
good word-of-mouth advertising by 
satisfied customers with creating 50% 
of his package sales leads. The re- 
maining half is obtained via occa- 
sional newspaper advertising and radio 
spot announcements. 

For the convenience of its cus- 
tomers, Palmetier & Abell is remain- 
ing open from 7 a.m. until 5 p.m., 
Mondays through Fridays, and from 
8 to 12 on Saturdays. 

No easy life. “Working hours for 
our sales-clinching home _ improve- 
ment department just roll on and on,” 
says Wolfe. Carroll and Filbey find 
that 50% of their sales calls are 
made evenings when everyone is 
home. They also follow leads on Satur- 
day afternoons and Sundays. 


President Wolfe Comments 
On DSC, Art Hood and BMM 


“Our shift to Dealer Sales Control 
through package selling was dictated by 
a growing demand among customers for 
home repairs and improvements in even 
new homes. Most of all, our customers 
wanted a single retail store to which they 
could return again and again for one- 
stop service backed by a guarantee of 
satisfaction.” 

President Wolfe also is a past president 
of the Wisconsin Retail Lumbermens 
Assn., a member of the NRLDA Board 
of Directors for the past 10 years and an 
Art Hood Workshop graduate. 

Palmetier & Abell has been a sub- 
scriber of this publication since the lum- 
ber firm was founded 70 years ago. 
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“Here's a book 
I think you 
should have.” 


“It is 99 Ways to Sell at a Profit 
Against Cut-Price Competition, in- 
cluding What to Answer When the 
Buyer Says ‘Your Price is Too High’.” 


99 Ways To Sell At A Profit 


Against Cut-Price Competition 


Tells you how to set up a profitable 
price structure to start with; how to 
quote price; how to get the facts with 
which to sell him from a buyer; how 
to sell quality over price; what to do 
ahout competition and the recipe for 
profit and how to use it. 


Also, tested selling sentences to con- 
vince buyers that your price is the 
right price; tested selling sentences 
that sell quality and value and tested 
selling sentences for when the compe- 
tition really gets tough. 


Prices: one copy 50 cents; 2 to 5 
copies 45 cents each; 6 to 10—40 cents 
each; 11 to 50—35 cents each; 51 to 100 
copies 30 cents each. 

To order simply fill out the coupon 
below and send it, together with your 
check or money order, today. Do it now 
while you are thinking about it! 


BUILDING MATERIALS MERCHANDISER 
59 East Monroe Street 
Chicago 3, Illinois 


Send me ____ 
to Sell at a Profit Against Cut-Price 


copies of “99 Ways 


Competition."" Money to cover is en- 


closed. 


Name. 





Ee a eenrnes ree 


Street__ 





City. eee 


State — 
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YARD FOR BIG BUILDERS includes 40,000 square feet 
of storage under cover, plus surplus shed and a com- 
ponent fabrication plant. 





MAIN CASH-CARRY SHED AND STORE is newest Iltis ven- 
ture, under the name Des Moines Cashway Lumber Co. 
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One Dealer: Two Markets 


SPECIALIZED YARDS 
FOR SPECIALIZED 
CUSTOMERS 


Tract builders must be treated differently than the handyman or small con- 
tractor, lowa dealer says. His two new yards pinpoint the importance of 
knowing customers and their needs. 


Des MOINES 


TWO YARDS were added during 
the past few years to three existing out- 
lets of the Iltis Lumber Co. by presi- 
dent E. C. Everling. Pictured and 
sketched on the facing page, one yard 
concentrates on large-volume builder 
business; the other yard and store is 
tuned to the cash-and-carry trend for 
home handymen. 

Building materials merchandising to- 
day requires specialization of this type, 
in the opinion of Everling, who heads 
one of Des Moines’ oldest lumber 
companies. The specialized yards were 
added to conventional Iltis branches, 
all within five miles of each other. 

One of the newer installations is ac- 
tually Iltis’ largest. It is strategically 
located on 13 acres in suburban 
Urbandale, heart of a fast-growing 
residential area and adjacent to a new 
freeway which rings the metropolitan 
area. 

“The modern Urbandale warehouse 
was designed for 100% mechanical 
handling. It provides maximum sav- 
ings for the tract builder customer,” 
Everling said. 

The other new outlet is the Des 
Moines Cashway Lumberteria, located 
on a heavily-traveled highway, only 
two miles from the main Des Moines 
yard. 

Everling figures that the contractor 
who erects up to 15 homes a year 
needs planning and similar services be- 
cause this type of builder does not 
employ a draftsman. The same is true, 


he adds, for home improvement con- 
tractors and for consumers who act 
as their own contractors. 

The small builder and the big- 
ticket consumer are serviced from the 
older Iltis yards, as well as from the 
new cash-and-carry branch. 

Draftsman are employed at the Des 
Moines and West Des Moines yards 
as well as at the Johnstown, Iowa, 
branch. 

For volume buyers. The larger- 
volume customer usually has his own 
draftsman and is primarily interested 
in a reasonable price plus efficient, 
full-load delivery, coordinated with 
construction. The 3-year-old ware- 
house in suburban Urbandale was de- 
signed to serve such specialized needs. 
It also acts as a concentration yard 
from which staple materials can be 
secured by the other Iltis branches. 

As sketched at the top of the facing 
page, the Urbandale warehouse has 
40,000 square feet under cover, with 
concrete floors. It is designed for max- 
imum materials handling savings. 

Equipment at the Urbandale ware- 
house includes a 4,000-Ib. capacity 
Clark cushion-tired fork lift truck for 
rail car unloading; a 5,000-Ib. capacity 
Hyster with cushion tires and side 
shifter for order-assembly and car and 
truck unloading; an 8,000-Ib. capacity 
Hyster fork-lift with pneumatic tires 
and power steering for in-and-out 
warehouse use; a straddle carrier and 
five delivery trucks with hydraulic lifts. 

“This warehouse serves all of our 
building project customers with dimen- 
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sion lumber, sheathing grade plywood, 
roofing, flooring, insulation sheathing, 
etc.,” Everling explained. “At times 
some of these materials are needed at 
our other yards, which are all within 
five miles of the Urbandale. Either 
the straddle carrier or truck loads can 
be diverted to the other yards, al- 
though each yard has its own track- 
age and receives carloads of millwork, 
siding and finish lumber plus dimen- 
sion lumber.” 

All branches can supply project 
builders with hardware, finish lumber, 
millwork, etc. 

To compete with prefabricators, 
Everling installed an automated truss 
fabrication factory adjacent to the Ur- 
bandale warehouse. The firm has fab- 
ricated about 3,600 roof trusses since 
October of 1960. Everling is now 
considering the best wall panel method 
for fabrication. 

Handyman cash. Early this year 
Iltis purchased a cash-and-carry yard 
on a_ heavily-traveled highway not 
far from his main Des Moines branch. 

He built a new sales shed for self- 
selection of lumber and building ma- 
terials, modernized the front portion 
of the building for hardware and spe- 
cialty items. 

As sketched with this article, the 
main shed-store contains about 10,000 
square feet of selling area. There are 
also several storage sheds on the prop- 
erty. 

Every item is piece-priced. A cen- 

(continued on page 40) 
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One Dealer—Two Markets 
(begins on page 38) 
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Concentration 
Yard for 
Builder 


Business 


Ho 


ASSEMBLY AREA of Urbandale, lowa warehouse of Iltis Lumber. All sizes of dimen- 
sion and all lengths are arranged so that lift truck loads can be picked without mov- 
ing other piles of lumber. Steel-span construction provides maximum space efficiency 
for storage and movement. 


a > 
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TWO DIMENSION STRAPPED LOADS, each approximately 2,- 
500 board feet, placed on delivery truck which has steel sheet 
on bed. Bundles are pre-assembled under cover in the Iltis 
warehouse, ready for immediate loading in about five min- 
utes as each truck returns from a delivery. 


7 


TRACKAGE SIDE OF MAIN WAREHOUSE on left, above, show- 
ing docks that are same level as rail car floor. At right, above, 
is open pole-frame shed for surplus lumber and storage of 
lumber for adjacent truss fabrication shop, visible at rear 
above. 


40 


BOXCAR OF 2x4 STUDS, banded by mill, unloaded directly 
from car to warehouse. Car of 7,000 pieces of 2x4s is un- 
loaded in about 45 minutes. 


; 
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80’ TRAVELING TRUSS JIG. Table moves over rollers with truss 
in place. As each Gang-Nail connector comes under press, the 
hydraulic press forces truss into position. Trusses up to 40’ 
span are assembled in three to five minutes in jig and take 
two minutes to run through press. 
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SEPARATE SHED FOR DRYWALL MATERIAL. Shipments from factory arrive on flatbed trucks 
and are unloaded under cover here in about 30 minutes each. Drywall is then reloaded by 


fork lifts onto Iltis Lumber delivery trucks. 


CAR OF SHEATHING PLYWOOD is unloaded in 45 minutes. 
Warehouse has six ramps to unload six cars simultaneously, 
all on rail car level. Also, two docks for trucks on same level 
as bed of trucks, plus four truck entrances on street level, as 
shown in diagram on a preceding page. 


STORAGE AREA FOR 3/8” CD PLYWOOD, adjacent to assem- 
bly area. Piles in front hold 600 pieces of 2x10-20’. By keep- 
ing 2x10s out slightly from wall, CD sheathing is stored in 
way that allows free access of fork lift at all times. Same 
principle is used for 8° studs and other items. 


EIGHT CARLOADS OF 
ROOFING are stored in 
small area. Palletized 
bundles placed directly 
into storage, three bun- 
dles to each tier and nine 
tiers high. (Bottom tier 
has only two bundles, 
which are glued to up- 
per shingles, allowing 
fork space.) Racks are 
built from shorts and 
dunnage lumber, bolted 
together. A 60,000-Ilb. to 
80,000-Ib. carload is un- 
loaded in 1 hours 
with one man and fork 
lift. 


FLOORING STORAGE. 
Flooring arrives in semi- 
flatbed loads of 18,000 
bd. ft., 1,000 bd. ft. to 
a bundle. Truck from 
flooring mill drives di- 
rectly to this storage 
area and is unloaded in 
30 minutes. Dealer's 
trucks reload for indi- 
vidual deliveries. 
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One Dealer—Two Markets 
(begins on page 38) 


2 
Hardware-Lumber 
Cash Shed 
And Store 


(see preceding page 
for specialized 
builder yard) 


CENTRAL CHECKOUT COUNTER with 
cashier is located at corner of hardware 
store and also overlooks the building 
materials shed. 





ROOF TRUSSES made by Iltis Lumber 
Co., as used in the firm's Lumberteria 


shed. 


AARDWARE STORE in front of Lumberteria makes the Des Moines outlet a complete 


handyman and family shopping center. 


SELF-SERVICE SHED is exceptionally clean in appearance, al- 
though many signs are used. Lumber items are sold from A- 
frame fixtures; bag goods are palletized. Scene below is tak- 
en from door near checkout counter. 














tral cashier counter is placed at the 
corner of the store and the selling shed, 
so it can serve both the lumber and 
the hardware trade. 

“When you convert to piece-pricing 
for the jag trade, be sure to add 10% 
or so above retail list,” the Des Moines 
dealer advised. ““You’ve got to do this 
to pay for the costs of convenience to 
the small-ticket customer,” he ex- 
plained. 

The success of profitable consumer 
sales at the main Des Moines store 
convinced Everling that a modern 
cashway branch with adequate park- 
ing area could be a good investment, 
even though it is near his other store. 

Iltis Lumber’s sales are about 65% 
to contractors and the balance to 
homeowners. As the Cashway branch 
grows, it might increase the share of 
consumer sales for the company. But, 
on the other hand, Everling expects 
continued growth of builder sales. 

The tract builder gets a volume 
price because he buys in full loads. 
The smaller contractor—whose_busi- 
ness is included in the percentage 
breakdown reported above—pays a 
higher price because of extra services 
and smaller purchases. 

Small volume contractors, of course, 
can save by buying at the cashway. 
Everling expects many will do so. 

The Iltis Lumber Co. has always 
been a merchandising pioneer. The 
main yard was modernized with a one- 
PACKAGED NAILS are binned next to ani mage cet Mpa tel Dare 

Everling described as very successful. 
checkout counter, so that sales can be made ‘Ties comeins ti os 

: ie . e company does a thriving $60,000 
on impulse. Each bin is labeled for size and lake See oni ied re ih 
te af nails, volume in paints and sundries—prc 

ably the largest paint retailer in Des 
Moines. 

The new Iltis yards personify the 
trends to specialized retailing—one 
new yard for tract builder business, a 
second new yard and store for cash- 
and-carry sales. And, says Everling, 
both ventures have been successful, 
despite the recession. 











PIECE-PRICING is essential for self-service. 
Bin signs also reduce selling time. 


LUMBERTERIA SELLING SHED as viewed from side with overhead doors. Token stocks 
of millwork, plywood, lumber, hardboards, ceiling tile, paneling, etc., are all handy 
for pickup sales. Branch is supplied from stocks at main yard, which is only about 
two miles from this highway Lumberteria. 
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NEW CONCRETE PRESS which connects members of entire wall panel or truss in one pressing operation. Dual operation for truss- 
es or wall panels is possible on either side of press. Short jig travel of 9’ speeds production and single pressing action makes for 
perfect alignment and maximum ultimate strength. New press will increase truss capacity of Duval Lumber & Supply Co., Jackson- 
ville, Fla., at least 35%, estimates sales manager Jack Weyer, Jr. 


Press Speeds Component Fabrication 


Single pressing operation connects members of truss and wall 
panels for Florida dealer. Double production line, each press- 


ing a different size truss or wall panel plus truss, is possible 
with new equipment. 


Sales manager Jack Weyer, Jr. says new press should in- 
crease firm's truss capacity at least 35°, and wall panel out- 


put by 50%. 


JACKSONVILLE, FLA. 

CONCRETE “super press”, 

which will considerably speed 

up fabrication of trusses and wall sec- 

tions, was installed early this year by 
Duval Lumber & Supply Co. 

Using the new press to supplement 
their older “I” beam and air presses, 
the Jacksonville firm is prepared to 
meet the growing demand for com- 
ponents by builders in the area. 

Jack Weyer, Jr., sales manager for 
Duval, estimates that the new concrete 
press will increase his truss capacity 
35%-40% and his wall panel output 
by as much as 50%. These figures 
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are conservative, he emphasizes. 
Whether the current builders’ mar- 
ket in this expanding metropolitan 
area can support this increased output 
immediately remains to be seen, but 
sales manager Weyer reports increas- 
ing acceptance of components by in- 
dependent and tract builders to the 
extent that his crew has been on oc- 

casional 12-hour shifts this year. 
Designed by Gang-Nail Sales Co., 
Inc. for use by their franchised deal- 
ers, the concrete press, because of its 
size and weight, must necessarily be 
built on the site, rather than shipped 
(continued on page 46) 
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WEYER FAMILY EXECUTIVES (50% of 
active family management team) of Du- 
val Lumber & Supply Co. are pictured 
with their panel wall component, which 
uses clip connection for perfect align- 
ment of members and greatest lateral 
and vertical strength. Left to right: Jack 
Weyer, Jr., sales manager; Terry Wey- 
er, who directs lumber buying and ma- 
terials handling operations and general 
manager Jack Weyer, Sr. 
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LOOK FOR 
THE 
(CB) BRAND 
ON THE END 


For almost half a century 
the famous L-B brand has 
identified the LONG-BELL 
pressure-treated Southern 
Pine Fence Post. 

Millions in service on the 
farms and ranches of Amer- 
ica bear this mark of quality. 

Pressure-treated with 
100% creosote or’ with 5% 
Penta solution, these posts 
are recognized by customers 
everywhere for their back- 
ground of performance. 





manufactured only by 


Wood Preserving 
Division 


International Paper Company 
Kansas City, Mo. & DeRidder, La. 








E-X-P-A-N-D-A-B-L-E Shutters 


EXPAND-O’ 
ALUMINUM 
SHUTTERS 


...one size fits 
all window openings 


® No need to stock a variety of sizes. 

@ Enduring baked-on acrylic finish. 

® Beautiful Decorator Colors. 

® Expands and locks at desired window height. 
@ Installed in minutes with a screwdriver. 


DISTRIBUTORS: Choice territories stil/ available. *Pat. Pending 
Oconomowoc, Wisconsin 


LYF-ALUM, INC. Dept. BMM Metropolitan Milwaukee Area 


Send me further information on Expand-O Shutters 
_ Dealer () Distributor ( 


Circle No. 18 on Handy Cover Card 














“He didn’t own a scooter ’til he 
sold his business through that 
Building Materials Merchandiser 
classified ad” 


Whether you’re looking for a new job... 
a new man to fill an old job . . . want to 
buy or sell equipment, lumber, a business 
—-you'll get results by using the classified 
pages of Building Materials Merchandiser! 


Building Materials Merchandiser 


59 E. MONROE ST. @ CHICAGO 3, ILLINOIS 
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S PRODUCE A FINISHED 


= TRUSS 
— EVERY SECONDS 
520 


e NO HAND-NAILING Fabricate up to three trusses every 

: as oe it minute! Think of it! Perk up your 
rnd yoo pth Profits with a GANG-NAILS 

¢ LESS MAN-POWER : 

© GREATER RIGIDITY franchise.* WRITE TODAY FOR 


* NO REJECTS FULL INFORMATION. 
Write Dept. BMM-7 *Only $3,475 Puts You in Business 


GANG-NAIL SALES CO., inc. 


7525 N. W. 37th Avenue . Miami 47, Florida 


Circle No. 19 on Handy Cover Card 
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OVER 400 HOMES were erected by this tract builder with trusses and panels from 
Duval Lumber & Supply Co. last year, and another builder last year was almost as 


good a customer. 


Pd ate 


‘stppur 60 
| evtei26 


INTERIOR WALL COMPONENTS being loaded for job de- 
livery. Materials handling equipment includes one lift of 
16,000 pounds capacity. 


TWO TYPES OF SPECIAL TRUCKS used for truss deliveries 
by Duval Lumber & Supply Co. Two of eight trucks have 
tilt-back beds for unloading by single driver and one Hi- 
Lift truck eliminates double handling by ‘‘walking’’ truss- 
es from Hi-Lift direct to construction point above ground 





COMPONENTS 
(begins on page 44) 





in as smaller presses are. 

Advantages listed. The concrete 
press has several advantages over the 
smaller presses. It presses the entire 
truss in One pressing operation and 
guarantees a more accurate align- 
ment of component members, points 
out sales manager Weyer. 

The jig travels only 9’ in and out 
of the press compared with 40’ on 
the typical production press table. 
Three men on one side of the press 
can load and unload trusses faster be- 
cause of the short jig travel and be- 
cause of the single pressing action. 

Production can be doubled by set- 
ting up a conveyor table on the oppo- 
site side of the press with another 
crew of three men. One pressman can 
control the press for both crews. 

Idle press time is cut because it is 
possible to finish a production run of 
one size truss while a setup man is 
preparing a jig for a different size 
on the opposite side. Or one side of 
the press can be used for fabrication 
of stud walls or interior partitions. 

Approximately $30,000 was spent 
by the Jacksonville firm in setting up 
their concrete press operation, accord- 
ing to general manager Jack Weyer, 
Sr. This sum included around $7,000 
for land preparation and shed in ad- 
dition to the press and other equip- 
ment. Some modifications were made 
in the original specifications for ad- 
ditional strength. 

Production rising. Sales manager 
Weyer is optimistic about Duval’s 
component sales for 1961. May of this 
year was their best sales month on 
record and they have produced around 
300 trusses on their peak days. 

Duval’s truss output last year to- 
taled 22,457, the equivalent of 1,000 
homes, while wall panels were fabri- 
cated for about 450 houses. In their 
peak month of 20 work days last 
year, Duval turned out 3,480 trusses. 
For two months last year, the com- 
ponent operation was on a 16-hour 
day. 

Sales goal for this year is 36,000 
trusses and 1,200 wall panels. Duval 
has just started to produce exterior as 
well as interior walls. Their truss or- 
ders have ranged from a S50’ clear 
span single member truss for a church 
job to a 13’ truss for a gable end. 

Two big tract builders have been 
Duval’s biggest customers. One build- 
er, for example, erected over 400 
homes last year in the $10,000 to 
$16,000 bracket. Each of these hous- 
es had trusses and wall panels from 
Duval. In addition to these two ma- 





jor builders, Duval is selling compo- 
nents to 40-50 independent, smaller 
builders. 

Selling price. The average truss de- 
livered by Duval sells for $11.10 and 
the average house job runs $180 in 
wall panels and trusses, according to 
general manager Weyer, who has de- 
tailed figures on every phase of the 
business. 

Duval has eight trucks available for 
truss deliveries, including two trucks 
with tilt-back beds and a_ Hi-Lift 
which enables mechanics to “walk 
trusses” right off the truck onto the 
roof job. The Hi-Lift cost $9,200. 

Working at capacity, the Duval 
component operation has 30 men, in- 
cluding seven men on trusses and six 
men on wall panels. 

Each phase of the company opera- 
tion is directed by a member of the 
Weyer family. Jack Weyer, Sr., who 
has been in the retail lumber business 
in Jacksonville for 35 years, is general 
manager and secretary; Jack Weyer, 
Jr., is sales manager and panel layout 
expert; Terry Weyer directs lumber 
buying and materials handling; Bob 
Weyer is outside salesman and Billy 
Weyer is inside salesman. 

Duval has handled a good many 
custom truss jobs along with their reg- 
ular production run. A major custom 
job quite recently was for the St. 
Augustine School for the Blind. En- 
gineering on these special jobs is 
handled through the engineering and 
drafting department at the Gang-Nail 
office in Miami. 

Top quality. General manager Wey- 
er believes in handling top-quality 
materials to the extent that No. 1 
lumber, except web members, is used 
in every truss. The specie used for 
trusses is native pine, while west coast 
woods are used in some of the wall 
panels. 

All studs are precut at the mill. 
Sawing, Duval has found, is the big- 
gest single labor cost factor. About 
200,000 board feet of lumber treated 
by Wood Protection of Jax, whole- 
sale division of Crabtree Lumber Co., 
was supplied by Duval just for fascia 
on one major tract job last year. 

Although Duval has handled com- 
ponents as long as 14 years ago in the 
form of Teco trusses, they have been 
producing components themselves on 
a sizable scale for only about two 
years. 

Even today, only about 30% of 
their overall volume is in this spe- 
cialty, says Jack Weyer, Sr. Sales of 
general building materials are sub- 
stantial, including an average of a 
carload of plywood weekly. 

The volume of this family firm has 
shown a steady increase every year of 
its history and figures thus far indicate 
that 1961 will prove no exception. 








READ AND LEARN HOW: 








Prebuilt 
Housing 


Will Affect 


Your 


Business 


WHETHER YOU LIKE 
IT OR NOT. 


The most comprehensive, authoritative and timely report of the 
year for building materials distributors and dealers on the trends 
in prefabrication of components and brand-name houses. In- 
cludes details of three fabrication programs by leading building 
materials and sash-and-door wholesalers. 


Don't miss this important staff report, reprinted from A.L. & 
Building Products Merchandiser. 


FIFTY CENTS A COPY 
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Reprint Editor 
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59 E. Monroe 

Chicago 3, Illinois 


copies of the reprint, ‘‘Prebuilt Housing 
Will Affect Your Business.'’ Payment is enclosed. 


Please send me 


NAME 





FIRM 





ADDRESS 





STATE 





ZONE 





July 3, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 





ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee es ee! 





PREFABED PLATES go onto jig to lock them into rigid V-shaped FINISHED V-SECTION is 23’-3” wide. The prefabed roofing 


folded plate sections. Valley joints were fastened with 8” components reduced labor requirements at the site for Colo- 
lag bolts. rado company. 


Plywood Folded Plate Roof 


Cuts Warehouse Costs 


e “V"'-shaped panels permit large spans without use of 


heavy timbers or steel framework. 


® Box beams also used in the new Colorado warehouse. 





A 
7 . ee in 


PATTERN FOR PLYWOOD FOLDED PLATE SYSTEM is apparent in this view. Warehouse is built on a triangular-shaped plot next 
to rail spur. It is 300° long and tapers from 277’ at one end to 148’ at the other end. 
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SECTION IS RAISED by crane and seated in special 5/8” metal anchor plates shaped 
to fit the plates. Note downspout pipe projecting above the metal anchor plate. 


DENVER 


SING A YARD-FABRICATED 

folded plate roof, the Morrison- 
Merrill & Co. here built its new ware- 
house pictured on these pages for 
$4.36 a square foot, including heat- 
ing and electrical work. 

Cliff Schmidt, regional general man- 
ager of the building materials firm, 
said that the folded plate roof was a 
big cost-cutter. The 14’x50’ folded 
plate area, containing 64,300 square 
feet, was built and erected for 86 cents 
a square foot, excluding the sprinkler 
system. 

The savings came from elimination 
of beams and through lighter columns, 
Schmidt said. The prefabed sections 
were installed in about two weeks. 

The roof system consists of 48 fold- 
ed plates which range from 12’ to 67’ 
in length. The longest clear span in 
the system is 50 feet between rows of 
concrete columns. (The hollow col- 
umns also serve as housing for down- 
spouts, which lead water from the 
folded plate valleys to an underground 
runoff system.) 

A typical folded plate has chords 
and end members formed by two 
2x8s. Both the ribs, which are on 2’ 
centers, and the blocking are formed by 


PLYWOOD BOX BEAMS used on flat- 
roof section of warehouse. This section is 
approximately 175’x40’ in area. 


2x8s. Top skins are sheets of 34” Ply- 
Scord. The ceiling surface of the fold- 
ed plates is 4” gypsum board. 


Prefabed. Morrison-Merrill is a 
subsidiary of the Boise Cascade Lum- 
ber Co. The big plates were prefabri- 
cated by the Hallack & Howard Co., 
another subsidiary. They were locked 
into rigid V-sections on the ground 
with 8” lag bolts on 2’ centers. The 
V-section then was lifted by a crane 
to %”-thick metal plates atop the col- 
umns. 
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LAG BOLTS fasten folded plates to V- 
shaped anchor plate. 


PLASTIC COAT is sprayed atop plate sec- 


tions. 


The conventional cinder block walls 
are 16’ high. Supporting posts extend 
above the walls so that the folded 
plate valleys are 20’ from the slab. 

Box beams used in the flat-roofed 
receiving and shipping wing vary in 
length from 22’ to 44’. Two types 
of beams were used. The first has 
4x10 chords with webs of 1%”-thick 
fir plywood, 4’ deep. 

Glue-nail. The second group of 
beams has 4x6 chords, but these light- 
er beams have 2x4 stiffeners on 2’ 
centers; both types are glue-nailed 
with the nailing pattern calling for 
four rows of 10d nails at 6” centers, 
the length of the chord members. 

Joists are 2x1l2s on 24” centers 
with a roof deck of 2” exterior-type 
fir plywood. A built-up roof was ap- 
plied over the deck. 

The warehouse was designed for 
palletized mechanical handling. There 
is a 42”-high outside loading dock 
along perimeter walls protected by a 
12’ roof overhang. The dock has ac- 
cess to the warehouse through 11 over- 
head doors, some of them 22’ wide. 

There is both inside and outside 
rail dockage. The 300’ interior load- 
ing space permits crews to load and 
unload box cars from both sides. 
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SERVICE FACILITIES WIN FRIENDS—Civic-minded Illinois Builders Material Co., Roanoke, IIl., makes available 
its big basement and kitchen facilities to the Ladies Farm Bureau and other organizations that lack a meeting place in this 
small community. The basement (90’x28’) is the full size of the first floor display area with a separate 12’x20’ kitchen 


complete with built-in oven, range and refrigerator. 


IDEA ROUNDUP 


(Take a tip from other dealers) 





Lumber & Building Materials 
ESTIMATED BY 
SHERK LUMBER Co. Ltd. 











STAMP REDUCES PRICE SHOPPING—An effective 
way to discourage contractors from using your price 
quotations in competition with other dealers has been de- 
veloped by Ron Sherk, Sherk Lumber Co., Ltd., Port 
Colborne, Ont. 

Sherk uses a rubber stamp (see illustration) on every 
blueprint submitted for estimate. When some contractors 
complained about this procedure, Sherk told them this 
was his way of keeping track of quotations. Contractor 
is given only the price, not the materials list, on each 
estimate. 

Of course the stamp serves as a clear warning to other 
dealers that the contractor is shopping for price. 
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PROMOTES YARD SAFETY—Yard safety was im- 
proved at the Christensen Lumber Co., Fremont, Neb. 
by the installation of a 60-foot catwalk, 4 feet wide, along 
the front of their office leading to the yard. Two-inch 
iron posts were used for uprights. 
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DEALERS “GIVE” AS WELL AS “GET”—Traverse 
City, Mich.—Lumber dealers make a substantial contri- 
bution to the economic life of the community. This fact 
was pointed up dramatically by a full-page ad in the Rec- 
ord-Eagle taken by Brown Lumber & Supply Co; Hannah 
& Lay Dock; Red Mill Lumber Co. and Yellow Sheds 
Lumber Co. 

The ad was headlined: “Your Local Lumber Dealers 
Support Traverse City Area.” In the copy, the ad went 
on to say, “We're not boasting, but we think you will 
find, after examining the following facts and figures, that 
the lumber business in Traverse City, with its payroll and 
other expenditures, ‘ain’t peanuts.’ ” 


And these were the figures for a recent year: 
Total employes 
Total yearly payroll $43 1,665.69 steel panels 
Tou taxes, city and county .........00.080: $17,422.90 nest compactly 
New delivery equipment purchased 11 units 
Total contributions 
Service & supplies purchased locally 


Merchandise purchased locally ............ $354,044.33 





Incoming freight charges paid out $229,828 


s 9% 
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lift and lower ) 
































STAGE SET FOR OUTDOOR LIVING SALES—Veens- 
tra Lumber & Supply Co., Racine, Wis. has a display of 
fencing and four different types of picnic tables, all price- 
marked. Although somewhat more expensive, the walk-in 
type table has been especially popular with older people. 
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PRICE VS QUALITY—Greensboro, N. C.—*Price alone venetian \ 
never makes a bargain,” pointed out the J. R. Pitts Lumber \ bind”) 
Co. in a display ad, which also emphasizes that “if you 

buy on price-alone, price is all you get.” 

Says the ad: “Sure, price is an important factor in any 
transaction, but when you buy building materials, you get 
most for your money when price is your last considera- cally .. . glide quietly and smoothly in separate chan- 
tion. nels. Eliminate overhead tracks, counterweights, 

“Any dealer can price his merchandise close to cost and and springs. Result? You save valuable headroom 
still make a nice profit if he does not give delivery service; ... Slash installation and maintenance costs. 
if he does not guarantee satisfaction and allow full credit Get all the facts about Panel-Lift Doors. Write 
for goods returned; if he does not offer the convenience dons tew tends ‘fications bulleti 
of charge accounts, but requires money on the barrelhead today for brochure, specifications bulletin and com- 
with every transaction. plete information. Address Dept. M-703. 

“Since 1898 we have featured a complete line of build- eee 
ing materials of quality which we can and do guarantee. 
We make every effort to provide the most helpful service 
we possibly can. 

“If you will allow us to quote you our prices on any 
materials you need, you will find that we, too, have low 
prices. But price alone never makes a bargain. In addition 
to low prices at Pitts, you get quality merchandise, service 
and guaranteed satisfaction.” 








e Prime-coated steel panels lift and lower verti- 
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LOW - COST 


WALL PANELING 


with 


Sales appeal ! 


INISHED IN SUPER VINL 


SIMULATED BLONDE BIRCH, 
FROSTED BIRCH 
NATURAL BIRCH, 

CHERRY - WALNUT 


Tat suis hed 
All- Wood Paneling 


READY FOR INSTALLATION 





8'X12’ WALL 


9oR As om 69K 


td 
See 
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BOX 252 EUGENE, OREGON 
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LONG LINEUP of roof trusses fabricated at Trendway, Inc., gives some indication of 
plant's productive capacity. When needed, the shop can turn out 1,200 trusses a day. 
Worker is adjusting chain to secure top load of trusses on new carrier developed by 


Trendway. 
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CRANE IS USED only to lower trusses 
from carrier to hurdles at job site. Boom 
extends 27’ from mast center set up be- 
hind tractor cab. When traveling, crane 
is folded over cab onto steel support in 
front of engine. 


Saves Transportation Dollars 





=~ 3 


ALL TRUSSES from the assembly line are 
forklifted onto new Trendway 33’8” car- 
rier developed by shop manager Dick 
Arden to haul 102 trusses at a time. 
Note liftoff crane folded over truck trac- 
tor. 


Carrier Hauls 100 Trusses at a Clip 


CRYSTAL LAKE, ILL. 


RENDWAY, INC., components 
manufacturing subsidiary of Ros- 
enthal Lumber Co., has ‘developed a 
trailer capable of handling a large 
volume of components at one time. 
The vehicle is a modified automo- 
bile haul-a-way trailer capable of 
transporting 102 trusses at a time; or 
enough wall panels for six houses; or 
a load of panels, decking and trusses 
for one complete home. Manager 
Fred Diesel said that normally simi- 
lar components are shipped in the 
same load for lower unit cost. 

Dick Arden, shop manager, con- 
ceived the idea of buying a used car 
carrier, with upper tracks removed, 
for less than $1,000 and converting it 
for truss hauling. Then a 5-ton capaci- 
ty crane was mounted behind the trac- 
tor cab as a liftoff device. The crane 
folds over the cab to rest on a sup- 
port rising from the front frame dur- 
ing transit. 

Arden had a local metal shop lay a 


channel down the center of the trailer 
bed, braced by cross pipes welded to 
the frame. Angle irons were welded 
to the top of the body, specially 
notched for trusses, to serve as upper 
bracing. The front of the 33’ 8” car- 
rier was removed 

After much trial-and-error to work 
out the best method of bracing and 
transporting, the truss carrier was 
fitted out to Arden’s satisfaction. 

Cost was $6,500, not counting la- 
bor, with the crane the major expense 
item. Now Arden is having another 
car carrier modified to his specifica- 
tions. He figures the new vehicle will 
cost about $1,000 now experimenta- 
tion is completed. 

In addition to dollar savings in 
shipment, Trendway has found the 
big carrier is a psychological sales 
booster. Sales are larger to certain 
builders. 

“Some builders hesitated to place 
orders for several houses at a time,” 
Diesel said. “They thought we couldn’t 
deliver on time.” 
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COMBINING TWO 
small cottages per- 
mits separated living 
and sleeping areas in 
this cabin design. A 
connecting screened- 
in breezeway and ¥ 
double flagstone fire- “i 
place provide com- 
fortable outdoor liv- » 
ing. 


Stimulate Cottage Package Sales With 
New Designs and Cabin Shell Idea 


TACOMA 

Weyerhaeuser Co. this year has 
elevated its 12 new combinations and 
variations of basic shell cabins to 
“luxury status” through use of decora- 
tive additions and adaptations. 

Designed to stimulate sales of sec- 
ond homes, the newly-released Econ- 
omy cottage promotion materials pro- 
vide lumber and building materials 
dealers with tools to make package 
sales of finished leisure homes around 
a basic floor plan. 

New system. A new system of con- 
struction has been developed to fit 
into the retail merchant’s standard op- 
eration. Basic shells are designed for 
two widths, 12’ and 20’, with any 
length in multiples of 4. 

At full dealer markup, Economy 
shells have been erected and sold for 
less than $1,500. Weyerhaeuser says 
that offering these 500 sq. ft. complete 
shells at that price enables the dealer 
to continue the sale of a shell cottage 
into one of a completed vacation 
house. 


Four packages. Building materials , 


merchandisers can sell these shells in 
any or all of four different packages. 


TONGUE-AND-GROOVE PATIO decking 
extends directly to water's edge in this 
plan. Canvas sun and wind screen pro- 
vides a decorative element outside triple 
corner windows. 


(1) Sell a complete shell cottage erect- 
ed on site and finished to any stage 
requested. (2) Sell yard-built panels to 
provide easiest possible assembly by 
the purchaser. (3) Sell precut materi- 
als for simple fabrication and assembly 
by customers. (4) Sell materials only 
for fabrication and assembly by han- 
dymen or builders. 

Components. Panels for the cot- 
tages consist of 4’x4’ and 4’x8’ ply- 
wood sheets applied to light framing 
members. Only four easily-built jigs 
are needed for the 10 different types 
of panels that form a cottage, the com- 
pany said. At least 60% of the 2x4’s 
used in making panels are less than 
4’ long. 

Using the jigs to assure accuracy, 
panels can be built and stockpiled dur- 
ing foul weather. Stock materials and 
short-length lumber can be used. 

Promotion kit. The cottage mer- 
chandising kit includes brochures with 
working diagrams, assembly instruc- 
tions, dealer ad mats, enclosures and 
estimating sheets. 

Kits are available for $2.50 from 
Weyerhaeuser Co., Box BMM, Ta- 
coma, Wash. 


POPULAR DESIGN in leisure homes is the 
Arrowhead beachhouse or ski-lodge. 
Boat is stored under front cantilever 
deck. A-frame means 2-story living. 
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(Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it wo KS BETTER. 








Most dealers report: 

“Our sales of Dur- 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What's more, 

Durham’s Rock- 

Hard Water Putty 

gives you by far the 

best profit margin on 

any préduct of this 

nature. Use it yourself, and you'll quickly 

see why it sells so fast, and repeats so regu- 

larly. Many patching materials may shrink, 

fall out or chip off. Durham's Rock-Hard 

Water Putty does not shrink. Absolutely 

not. It sticks and stays put. You can saw or 

chisel it, paint or polish it to a velvet smooth 

finish. Easy to use. Keeps indefinitely, So 

economical. Just mix with water as 

needed. « Packed twelve 1-lb. cans or six 

4-lb. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 

industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 22 on Handy Cover Card 


12-PAGE 
TRUSS 
REPRINT 


Now available is a special 12- 
page reprint discussing all phases 
of truss fabrication for residen- 
tial construction. 


Titled “Truss Making Makes 
Sense,” this reprint is the most 
complete, most up-to-date job of 
reporting available on the sub- 
ject. 

Single copies 25¢ 


Remittance must accompany order 


QUANTITY PRICES ON REQUEST 


BUILDING MATERIALS Merchandiser 


59 E. Monroe St., 
Chicago 3, Ill. 











What's the 
Price? 


Construction activity rose more than usual during May as com- 
pared with April, the Commerce Dept. estimated. Expenditures 
for private nonfarm housing topped the normal 8% by climb- 
ing 10% over April. 

Housing starts in May were 124,000 units, an increase of 
11% over the revised April total of 111,900 units. 


Key grade 4” sanded fir plywood was bought freely in May 
at the year-ago level of $64 a thousand sq. ft. Index thickness 
and %” CD sheathing was moving at $94 less discounts. 


Shipments from 107 mills reporting to the Western Pine Assn. 
dipped 4% below production in May, while orders fell 5% 
lower. 

Orders to 81 mills reporting to the Southern Pine Assn. in- 
creased 4% over a 3-year average and shipments rose 11% 
above it. 


Building 
Materials 


MERCHANDISER 














Current Retail Price Range 


Zone 1 
North 
Atlantic 


Zone 2 
Middle 
Atlantic 


Zone 3 
South 
Atlantic 


Retail prices to typical one-house con- 
tractors, besed on reports trom leading 
dealers received every two weeks by 
Building Meteriels Merchandiser 

Lew High Low High 


High 


Low 


LUMBER 
Douglas fir 


Dimension: 
Std. & Btr. R/L 2x4 green 
Std. & Ber. R/L 2x4 dry 
Std. & Br. R/L 2x10 green 
Std. & Btr. R/L 2x10 dry 
W. Coast Hemlock, White Fir 
Dimension: 
Std. & Bor. R/L 2x4 dry 
Std. & Btr. R/L 2x10 dry 
Western Pine 
Boords: 
Me. 2& Bir. R/L 1x8 dry S4S, shiplep 
No. 3 & Btr. R/L 1x8 dry S45, shiplep 
Seuthern Pine 
Dimension: 
Ne. 2 & Brr. R/L 2x4 dry 
He. 2 & Bir. R/L 2x10 dry 
Boords: 
No. 2 & Btr. R/L 1x8 dry S45 or 
D&M or shiplep, dry 
Hardwood Flooring 
Select ooh 25/32" x 2\4" plein sewed 
Ne. 1 Com. ook 25/32" x 2';" pl. saw. 
Interior Softwood Paneling 
Ne. 2 ponderese pine R/W 
Wood Siding 
Redwood cleer oll heart bevel siding 
3/4" x 10" 
“A” coder bevel siding 3/4” x 10” 
Wood Shingles 
Ceder shingles 5/2 Me. 1 16" - 5X 


Zone 4 
East North 
Central 
High 


Low 


Zone 5 
East South 
Central 


High 


Low 





Zone 6 
West North 
Central 


Lew High 


Zone 7 
West South 
Central 


High 


Low 


Zone 8 


Mountain 


Low High 


Zone 9 
Pacific 
Coast 


Low 


High 





PLYWOOD 

Fir, 1/4" DEPA-AD interior glue 

Fir, 1/4" DFPA-AC exterior glee 

Fir, 3/8" DFPA-CD sheathing int. glue 


.+ 150. 
.+ 160. 
+ 220, 


290. 
+ 234.38 


100. = 150. 
5. 170. 

9. 160. 
127.50 200 
45. = 230. 





MILLWORK 

Phil. mohogeny (Loven) flush door 
1-3/8" 2464 

Birch Hush door 1-3/8" 2426-8 

Dewble-hung window 2-424-6, setup, 
glezed, weetherstripped, belenced 


4 90 7 9.85 
6.80 + 12.50 


12.50 27.40 


6.80+ 8.95 
9.70 + 13.75 


17.28 24.50 


7.17 
10.80 


9.% 
13.22 


17.22 28.45 





BUILDING MATERIALS 
Outside white point, first grode 

8d common steel nails, U.S. made 
Min. woo! insvlotion, tull-thick bett 
Ceiling Tile 12” x 12” 

1/2” inseloting building boord 
25/32" insuloting sheothing 

3/8” gypsum wallboard 

1/8" tempered hardboord 














215% thick butt espholt shingles 


*Price rise + Price decline 


54 














8.40 13.50 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 

1 Time—30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 





SALES REPRESENTATIVE 
WANTED 











Wanted Salesmen who can produce. Forest 
Products Company, Box 136, Spokane, Wash. 





SLIDING GLASS DOORS—Fastest selling 
new product in the building industry. 
Agents calling on lumber, building material, 
hardware accounts. Write L. . Putzel, 
General Sales Manager, Arnold Altex Alu- 
minum Co., 6721 N. W. 36th Ave., Miami, 
Fla. 


de 


BUSINESS FOR SALE 














FOR’ SALE—Profitable retail lumber yard 
in progressive growing community in resort 
and farming area of Northern Michigan 
specializing in residential, cabin and re- 
modeling construction. Address Box P-72 
Building Materials Merchandiser. 





AAAI OPPORTUNITY for man with execu- 
tive ability, desire to get ahead, little money, 
some experience in retail Lumber, Building 
Supply, Fuel Business. Management desires 
retirement. Will turn over Inventory-Equip- 
ment on easy terms to responsible person and 
lease real estate on reasonable rental. Infor- 
mation and assistance given during transition 
period. Located in thriving industrial-resi- 
dential Eastern Pennsylvania area. Address 
Box P-73 Building Materials Merchandiser. 





charged. When answering box bers or 
mailing copy for ads address them to: 


BUILDING MATERIALS MERCHANDISER 
59 East Monroe St., Chicago 3, Ill. 
Phone Fi 6-7788 





HELP WANTED 








Man needed for store sales and operations, 
and outside sales of home improvements. 
Salary and good commission. Active area in 
Central New Jersey. Opportunity for ad- 
vancement. Reply Box P-77 Building Ma- 
terials Merchandiser. 





SALES REPRESENTATIVE WANTED 


Well known Midwest Wholesale Firm with 
West Coast factory producing Pine, Fir and 
Lauan Mouldings expanding sales force needs 
person experienced in selling —_— + and 
other millwork items. Must be willing to 
travel extensively. Some knowledge of pro- 
duction and product development desirable. 
Pension program and Hospitalization avail- 
able. In reply outline personal history and 
previous employment. Reply to Box P-75 
Building Materials Merchandiser. 





MANAGER for medium-sized yard. Expand- 
ing, high income area. Good salary, mus 
and possibility of investment. Experienced 
man 30-40 preferred, with ona ideas 
and aggressive methods of getting results. 
Reply ox P-76 Building Materials Mer- 
chandiser. 





Lumber, Millwork, Building Material Busi- 
ness, Frontage U. S. Highway. Private Sid- 
ing. ey Inventory, Equipment, Re- 
tiring, Price $33,000.00. Low overhead, money 
maker. Contact owner. Walt Swanson, Route 
1, Lake Geneva, Wis. 





MISCELLANEOUS FOR SALE 











CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





Ponderosa Pine de Mexico 
Available 120 mbf 1 x 4 S4S 25/32 C & Btr 
(10%D) Soft textured Mexican Ponderosa 
Pine. Write American Representative, P. O. 
Box 88, Ft. Worth, Texas 





One used Mosley Manufacturing Company, 
green lumber sorter, 256 Ft. long, 30 sorts, 
complete with all component parts necessary 
for operation. Taken out due to changes in 
manufacturing procedure. Excellent con- 
dition. Contact Scotch Lumber Company, 
Fulton, Alabama. 





For Sale—Display fixtures and paint shelving 
for 7,000 foot hardware and retail lumber 
store. Made of birch with black rubber 
covered shelves. Used one year, like new, 
priced right. Also new cash register. Call or 
write David H. Wilson, 4500 Louisville 
Avenue, Louisville 9, Kentucky—EM 7-8123. 





SITUATION WANTED 











Architectural draftsman desires location in 
south or west. Three years’ experience with 
Truss and Lu-Re-Co component parts di- 
vision. Experienced in erection and estimat- 
ing of components. Address Box P-71 Build- 
ing Materials Merchandiser. 





LUMBER MANAGER, 25 years’ experience, 
inspection, management, open for employ- 
ment. Top references. Address P-74 Building 
Materials Merchandiser. 


For Sale—Sawdust, from Flooring Plant, | 


Kiln dried. Will load in Box Cars. Can fur- 
nish 100 tons per week. Call or Write: 


HAYES BROS. FLOORING CO., INC. 
Calico Rock, Arkansas 





RAILS WANTED 











RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Bldg., Pittsburgh 22, Pa. 


July 3, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 








CYCLOPEDIA 
OF 
BUILDING 


AMERICAN LUMEEL MAN S 


Cyclopedia 


of BUILDING TERMS 


# Abbreviations Ured by Dretrumes 
 Architectera! Symber Uree fer Flemming Wiring 


 Stenderd Fir Door Deviges and Specitcotions 

& Stenderd Stock Penderere Pine Moduler Windows 
and Coors 

te Senderd Stes! Modular Residence end Monsing 
Corementy 


fe Typice! Specifications tere Mewse 


A MANUAL on the FUNDAMENTALS of LIGHT CONSTRUCTION 
and BUILDING MATERIALS tor LUMBER DEALERS 


Compiled by American Lumber- 
man 75¢. Useful to newcomers 
in the industry and experienced 
personnel alike. A handy refer- 
ence to: over 1,000 building 
terms, charts and tables; funda- 
mentals of light construction; 
legal terms connected with the 
building field. 


Single copies 75¢ 
Remittance must accompany order 


QUANTITY PRICES ON REQUEST 


BUILDING MATERIALS Merchandiser 
59 East Monroe Street 
Chicago 3, Illinois 


Send me copies of *'Cyclepedia ef 
Building Terms.’’ Money to cover is enclosed. 


Nome 





Company 


Street. 


City 





State. 














New Equipment 


Hyster Adds to Line 


New Challenger 60C-80C (above, left) 
in 6,000, 7,000 and 8,000-Ib capacity 
units and Challenger H100C-120C 
(above, right) in 10,000 and 12,000-lIb. 
capacity fork lift trucks feature special 
2-speed hoist system, sealed self-cleaning 
hydraulic system, drytype air cleaner 
and power-assisted oil clutch. The hoist 
system “senses” load weight and adjusts 
lifting speed accordingly. The larger mod- 
els also have dual range power shift Hys- 
tamatic transmission. 

The MS00A 50,000-lb. capacity Strad- 
dle Truck (right) offers an all-hydraulic 
lift system which has no vulnerable link- 
age, chains or sprocket. Hyster Co., Dept. 
BMM, Box 847, Danville, Ill. 
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ADVERTISERS’ INDEX Libbey*-Owens:Ford Glass Co. ......... 
Lyf-Alum, Inc. 
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Brown Stove Works, Inc. ... : il og RB 51 


Carey Mfg. Co., The Philip ... nk Ponderosa Pine Woodwork 13-16 

Cupples Products Corp., a 
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Denver Wood Products Co. .............. Sapperstein Co., G. 

Durham Co., Donald cele oun Sterling Factories 

. Nai as TAB, 

Gang-Nail Sales Co., Inc. Div. of Clary Corp. 


Hager & Sons Hinge Mfg. Co., C Tarter, Webster & Johnson, Inc. 


Jones Veneer & Plywood Co. ..... rer vow mee Corp. 
Wood Preserving Div., Inte i 
Keystone Steel & Wire Co. .... ee 2 Paper Co. .. rod ; “6 satechee ox ae ye 45 





Saw See-Saws 

A new sawing see-saw combines fea- 
tures of table, radial arm and portable 
saw with claimed greater safety, effi- 
ciency and accuracy. The detachable see- 
saw arm has a table to transform the 
unit into a complete sawing machine. 
The tilting track, balanced by the saw, 
swings down to clamp the work when 
the saw is advanced into the cut. The 
saw may be shifted crosswise for rip- 
ping and carriage locked in any position 
on the rails. Two tables may be linked 
together for panel cutting. Details from 
Marvin W. Coleman, Dept. BMM, 23575 
Brest Rd., Taylor, Mich. 

Circle No. 236 on Handy Cover Card 


Platform-Ramp Combination 


A portable magnesium platform and 
mobile loading ramp combination helps 
ground-to-carrier loading where access 
space is limited. The combination can be 
positioned directly alongside railcars, 
trucks and trailers with platform opposite 
side door opening. Power vehicles can 
move up and down the ramp parallel to 
the carrier and make a normal right 
angle turn onto platform. Magline, Inc., 
Dept. BMM, 1900 Mercer St., Pincon- 
ning, Mich. 
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UNLOAD a LOAD or HALF LOAD at a time 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalog and prices. 


with an LEARN ALL ABOUT 


Sree boty HI] Clash & Carry 


Lumber & Building Materials Yards 


@ Award-winning field reports from this 
magazine now available in a 1961 trend 
reprint—$1 a copy. 


@® Send remittance with order to: Reprint 


REDUCE delivery costs. REPRINT SERVICE — Building Materials Merchandiser 


The R-B Co . “tdi : 
° Editor, Building Materials Merchan- 
1921 Guinotte, Kansas City 20, Mo diser, 59 E. Monroe, Chicago 3, Illinois. 
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Let's Get Better Results 
From Our Sales Meetings 


ART HOOD, con- 
sultant to Building 
Materials Merchan- 
diser, has conduc- 
ted 97 management 
workshops for deal- 
ers and is director 
of the Building In- 
dustries Marketing 
Institute at Purdue 
University. His ar- 
ticles appear regu- 
larly in this maga- 
zine. 


By ART HOOD 
Written especially for BUILDING MATERIALS MERCHANDISER 


UOT ACUEU UU TALE CAAA 





tion. Uncover individual problems. Ask leading ques- 
tions. Arrive at problems you previously planned to 
discuss. 

Alternately discuss your solutions and those of the 


The new package selling industry will require a lot of 
training. Here is a check list for planning and conducting 
group conferences that pay off: 

Set down the objectives of the meeting. What are 


you going to try to sell to the group? What action 
do you want taken as a result of the meeting? What 
are the end results you want? 

Plan and organize a logical, factual agenda. Four 
hours of planning is not too much for a two hour 
meeting. Cover the What, Why and How? Plan to 
demonstrate as well as tell. Gather case histories and 
proof material. Plan the use of time by 15 minute 
periods. Assure adequate time for your purposes. 
Cover all six elements of learning. (1) Motivation, 
(2) Explanation-Demonstration, (3) Absorption, (4) 
Commitments, (5) Practice, (6) Evaluation. 

Mobilize the physical facilities and equipment. Pro- 
vide all visuals, pass-outs and training aids. Check 
meeting room equipment, comforts, ventilation, sup- 
plies, lighting, temperature and seating arrange- 
ments. Are there plenty of blackboard and chart ma- 
terial, pencils, note pads, chalk, crayon, etc? 
Prepare opening talk. Make the audience want to 
hear what you bring them. Stimulate eagerness, ex- 
citement, enthusiasm. 


audience. Demonstrate wrong and right ways. Try 
to get participation from everyone. Compliment all 
constructive thinking. Uncover any resistance to so- 
lution. Get audience to answer objections first. Be 
sure the audience understands both the Why and the 
How. 

State the solutions in terms of individual action with- 
in the group. Get maximum agreement on the bene- 
fits to be had by action. 

Strive for new knowledge, fresh understanding, bet- 
ter judgment, new attitudes, skills and work habits. 
Get individual commitments to improve habits and 
action. Ask the kind of questions which will induce 
members of the group to voluntarily commit them- 
selves. 

Offer incentives for extraordinary results. There is 
nothing like an exciting contest to sustain enthusiasm 
from meeting to meeting. 

Summarize and close on inspirational note. 

Appraise results and plan future action. 

Plan for a better meeting next time. 


The accompanying box gives some blackboard headlines 
which will stimulate group participation. In this new day 
of end-use package selling, regularly scheduled sales meet- 
ings will be a must in every successful dealer’s operation 
for years to come. 

The dealer following the above outline closely can be sure 
of continuously improved results. 


Be sure everyone who should attend knows the time 
and place of the meeting and plans to attend, be on 
time. Send any advance reading or information you 
think desirable. Tell them what they should bring to 
the meeting. Let them know what they should be 
prepared to discuss. 

After opening talk, encourage audience participa- 


Here are some blackboard headings which generate thinking: 
Situation— Cause: Errors— Who are concerned: 
Effect: Corrective measures: 

Sar saat Problems— What’s to be done immediately: 

a What future action: 
Practical Possibilities: 
Essentials: 
What should he know: 
What should he have: 
Sources: 
What is the cause: 
What should be done: 


Ideal Situation— Check List of Pros— 


Check List of Cons— 
Check List of Do’s— 
Check List of Don’ts— 
Assets— 

Liabilities— 


Advantages: 
Disadvantages: 
The Operator— ¥ 


What is Wrong— 


July 3, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 





It’s costing more these days to make history than the stuff is 
worth. 
* * * 
Once a man got a wife who could cook like his mother. 
Now he’s apt to get one who can drink like his father. 
* * * 


Maybe the chorus girls don’t know much about politics— 
but they sure know how to put a motion before the house. 


* * * 


Then there was the feller who came home at ten past four 
the other morning, turned the key in the lock and wondered 
what he was letting himself in for. 

ak * * 

If a customer comes in without a smile, give him one of 
yours. 

* * - 

Population explosion for Pacific Northwest— we in lumber 
are not exclusively responsible for this pending phenomenon and 
our degree of direct participation will be acknowledged with 
the customary cigar. 

However, we in lumber are responsible for the future housing 
of a people. The lumber business will be great for all of us 
and will demand greatness of us. A vast supply of building 
merchandise must be made ready for tomorrow and tomorrow 
and tomorrow. 

We at MAUK are ready now. Your prime source of depend- 
able supply in the past, present and future—MAUK Lumber Co. 
~ . * 

Simple Celia says when a wife insists on wearing the pants 
some other woman wears the fur coat. 

* * * 

Comes summer and sunny stories like the following. Seems 
there was this enthusiastic fisherman, see, who was telling 
another fisherman about a wonderful dream he’d had the 
night before. 

“I dreamed I was out in the middle of Lake Erie, in a 
rowboat, alone with Brigitte Bardot!” 

“Wow!” said the second fisherman. “And how did it turn 
out?” 

The dreamy fisherman 
nine pound bass!” 


replied, “Just great! I caught a 


a oo” o 
Do You Know What Dep’t.: 
Do you know what an intelligent woman does? Plays it 
dumb. 
Do you know what a well informed man does? Agrees 
with you. 
Do you know what sound guidance suggests? MAUK mer- 


chandise. 
ad as * 


MAUK Seattle Lumber Co. 


Seattle, Washington 
* * * 


The C. A. MAUK Lumber Co. 


Toiedo, Ohio 
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New Literature 


Time-Saving Card—See Back Cover 


Aluminum Siding. A free brochure, entitled “Facts About 
Aluminum Siding,” includes estimates of costs of repainting 
wood siding, gives figures on the steady rise in use of 
aluminum siding and reviews the product’s advantages. Rey- 
nolds Metals Co. 

Circle No. 225 on Handy Cover Cad 


Lau product line is fully described in a new file avail- 
able free of charge to dealers. It details the advantages and 
specifications of the firm’s Wall Vanity bath cabinets, attic 
fans, Wall Nook folding tables and Viking Humidifiers. Home 
Comfort Products Div., The Lau Blower Co. 

Circle No. 226 on Handy Cover Card 


WPA Report on 11 Species. A technical study of dimen- 
sional stability properties for commercial lumber sizes in 11 
species has been published by WPA in its Research Note 
1.111. The 32-page book is especially designed for use by fac- 
tories and sawmills alike to set correct sizes for sawing and 
cutting and to figure tolerances for fabrication and assembly. 
Single copies are free; extra copies are 10¢ each. Western 
Pine Association. 

Circle No. 227 on Handy Cover Card 


Farm Situation. On-the-spot reports by Farm Journal's 
editors on the agricultural situation in the spring and summer 
of 1961 and the outlook for the remainder of the year ap- 
pear in the new issue of “What’s Ahead in Farming.” A semi- 
annual report, it is available on request. Farm Journal, Inc. 

Circle No. 228 on Handy Cover Card 


Household Noise. A 14-page booklet, entitled “Sound Con- 
ditioning,” analyzes the problems of household noise. It dis- 
cusses the specific effects of noise in the home and how 
acoustical ceiling materials help eliminate the noise prob- 
lem. It describes the various types of acoustical materials 
available, where they should be used and how they are in- 
stalled. Armstrong Cork Co. 

Circle No. 229 on Handy Cover Card 


Evanite Hardboards. A new folder shows Evanite hard- 
board installations and lists complete specifications on sizes 
and thicknesses of the full line of Evanite hardboard paneling. 
Full-color photographs in the free booklet depict four new 
textures: Panel 4, Vee-Plank, Fabri-Tex and Garage Liner. 
Evans Products Co., Hardboard Div. 
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Aluminum Foil. Technical data on aluminum foil and its 
various laminations are clearly outlined and illustrated in a 
colorful new 58-page booklet. Full-color photographs included 
in the booklet visually demonstrate the various properties and 
advantages of aluminum foil. Aluminum Company of America. 

Circle No. 231 on Handy Cover Card 


Alsynite Panel. A free, four-page illustrated pamphlet de- 
scribes Alsynite’s popular Ridgeway “wide channel” trans- 
lucent panel designed specifically for patio roofs and car- 
ports. Installation details are given to simplify job for do-it- 
yourselfers. Alsynite. 

Circle No. 232 on Handy Cover Card 


Garage Doors. The striking colors and designs available in 
Crawford wood garage doors are shown in a new folder. It 
describes how the doors can be opened and closed automati- 
cally with GM Delco-matic garage door operators and fully 
details the advantages of the firm’s new Stylist Flush Door 
with plastic-impregnated fiber honeycomb core. Crawford 
Door Co. 

Circle No. 233 on Handy Cover Card 


Sewer Service. A 12-page booklet, now available from 
Johns-Manville, answers the 50 questions about sewers most 
commonly asked by homeowners. Illustrated in an amusing 
fashion, the free booklet is directed to homeowners in com- 
munities presently installing or planning on installing com- 
munity sewer services. Johns-Manville. 
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Break into this Great New LAU Product Line! 


Here’s why you owe it to yourself to investigate the 

tremendous sales appeal and profit potential of this 

fast selling new Lau product line. 

1. You can profit by Lau National advertising, special 
dealer promotions and special dealer prices. 

2. You are assured of consistently receiving only top 
quality products. 

3. You reduce your clerical costs by working with 
less sources of supply. 


4. You save valuable time by working with less sales 
contacts. 

Lau quality products include a complete line of Wall 

Vanity® bath cabinets, attic fans, Wall Nook® fold- 

ing tables and the famous Viking Humidifiers. For a 

better look at these products and their extremely com- 

petitive costs send for the Lau Dealer Product File 


today. 
aU 
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201 202 
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Name __ 
Title 
Company 
Address _ 
City __ 


Check as n 





This ca 
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201 202 2 
214 215 2 
227 228 2 
240 241 2 
253 254 2 
266 267 2 
279 280 2 


Home Comfort 
Products Division | 





Name ___ 


THE LAU BLOWER COMPANY ; 


Send for this free dealer ‘ > Title 
2027 Home Avenue « Dayton 7, Ohio 


product file today! 





Company 
tavy . . . manufacturers of residential attic fans / commercial-industrial ventilating fans * Address 
central ventilating systems / humidifiers / bathroom cabinets / air conditioning blowers . 


Circle No. 25 on Handy Cover Card 


City 
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Advertised Products July 
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79 80 81 82 83 84 85 86 87 88 89 90 91 
92 93 94 95 96 97 98 99 100 101 102 103 104 


New Products, Sales Aids, Equipment, 
and Literature 


201 202 203 204 205 206 207 208 209 210 211 212 213 
214 215 216 217 218 219 220 221 222 223 224 225 226 
227 228 229 230 231 232 233 234 235 236 237 238 239 
240 241 242 243 244 245 246 247 248 249 250 251 252 
253 254 255 256 257 258 259 260 261 262 263 264 265 
266 267 268 269 270 271 272 273 274 275 276 277 278 
279 280 281 282 283 284 285 286 287 288 289 290 291 
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BUSINESS REPLY CARD 
No Postage Stamp Necessary 
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BUILDING MATERIALS MERCHANDISER 


READER SERVICE BUREAU 


215 WAYNE STREET 
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Vgsle 22ee 28”, 36" 
oe St < =” >= i Eat: 
eseie ue 48” widths. 
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aoe = -_ & o "4 i ALL NATIONALLY ADVERTISED 
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ee218 ose afi Yn PACKAGED STORM cc 
_ z* America’s eA Z COMPLETE KITS FOR DOORS AND WINDOWS 
* a Fastest Selling 
= Storm Window in re 
= ® ~ Sift 
& (39) | Poly Pane ( 7 (320 Silty Fane's 
STORM DOOR i. ; TT 
36” x 72” Plastic § Two Full Size Storm Windows ; Rey t ‘ Tack On 
! Sheet. i in Each Kit. 4 . == y i 
4% 18’ Fibre Molding. # ' Bone | : 
Nails. a | 
an eg , i =—— 1 
! window, packed © 2 Sheets Plastic—72” x 36” 1 - i 
in each colorful box. # 36 Feet Fibre Molding. g 7’ x 3" Heavy Duty Transparent q 
36 ina Dispensing 2 Packages of Nails. i on pg pion mey, Hy 1 
Display Carton. Bl Packaged in Snappy 3 Color Plastic Envelope. g pte dg Beir eh ik 
e 
jm Originay 
olyethyiene 
Matting ' FAST 
RIBBED MATTING ty FLOOR RUNNER ; SELLING 
. 
a TTT Piast O-MAT fe Vinvi-Mar 
ie HEAVY WEIGHT Rar Transparent 
- oe GD . N\ 30” wide 60” long. ' H Re-Useable 
de 2 = WN Sells on Sight Economical 
Sus o 12 in display $449 i 
“= 3 Selt Service . & 9 ft. x 12 ft. 
in i sad 0 Red, Green, 25 & 50 Ft. rots 
Pe sa® UTILITY WEIGHT Vinyl Plastic ' . sph ileile 
_—— Bulk Rolls 3 Doz. in Merchandiser 27” Beige, Grey, g  Warp’s original heavyweight p 
50’ x 100’ wide. Competitively priced. [ Black, White, Floor Runner 1 ~~ hve A a 1 
Lengths Transparent Per roll 69¢ § ‘ jozen | play : 








Complete 


Range af 
of Practical UE Yay 


Gauges i) “THE BEST THAT MONEY CAN BUY” - FOR FARM, HO 


a Widths WATER-PROOF « ROT-PROOF « ACID-PRO' 
MOISTURE-PROOF 4 ; 


CLEAR Bittrre 


SUN-RESISTANT 
BLACK 






If Material Wil o Sunlight for Any 


canted by Reliable Jobbers 


2 
WARP’S 2 
DISPLAY 7m 

RACK “wy 


1 | ee 


MATERIALS 







INDOWS 


| Sitty-Kraft’ —~ 
STORM | 9) 

DOOR KIT “= 

1. 36” x 84” weather- 
proof kraft with 
12” x 12” clear 
plastic window. 

2. 21’ Fibre molding. 

3. Package of Nails. 

Individually wrapped, 

ready to sell. Packed 12 to 

a Handy Dispenser Carton. 





Transporent 

Re-Useable Th New type wu: transparent 

Economical plastic wrap—preserves 
Same weight as 9x12 food, protects household 

9 ft. x 12 ft. Individually boxed articles from harmful dust, 


2 Doz. Counter Display ‘ : 
Competitively Priced dirt and moisture. 


” t a : — n convenient 12” rolls, 
yang a 12 Drop thcth Toot long in : Dispensing Con- 
carton. 24 in Carton 50, . tainer. Packed 2 doz. to display 


M, HOME & INDUSTRY 
ID-PROOF 


Pre-Cut Round 


Sirace Cover 


The Original Polyethylene Silage Covers 


4 Gauge Heavy Duty 
Black Coverall 
Individually boxed 
and packed 3 to 


a shipper. 
5 ay r 








ight tor Any Length of Time, Use BLACK COVERALL 


rs Everywhere 


